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I-‘or the past 44: years it has been our pleas- Ed 
ure to send Burroughs Clearing House to bank pe 
and financial officers. Again in 1961 it will be 

coming to you with the compliments and best 
wishes of your local Burroughs man. f oo® 
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Educational Tie-Ins 

In connection with the observance of 
American Education Week, the local 
school system has set up a complete dis- 





play of instructional television in the 
bank’s lobby. The telephone company 
cut into their closed circuit so that the 
city’s residents could see at first hand 
exactly the same programs carried to 
Cortland schools, via the exhibit shown 
above. 

Cortland is now entering its third 
year of teaching several subjects at 
different grade levels via instructional 
television. Both the television picture 
and audic are carried directly to various 
classrooms, linked together by coaxial 
cable capable of transmitting six sep- 
arate lessons simultaneously. Any stu- 
dent in any classroom can ask or answer 
a question of the instructor by means 
of a “talk back” feature. 

“T.V.” MILLER, Vice-President, 

First National Bank of Cortland, 

Cortland, New York 
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Sirs: In conjunction with American 
Education Week, O. K. Johnson, presi- 
dent, Whitefish Bay State Bank, White- 
fish Bay, Wisconsin, offered his bank’s 
large lobby for the use of school classes 
that would hold actual study sessions 
there. 

Blackboards and classroom seats were 
installed, and children in various classes 
in nearby schools attended the lobby 





sessions. Two microphones picked up 
the verbal lessons and broadcast them 
outside the building, so that both incom- 
ing patrons and passersby could learn 
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about modern methods of teaching. 

As an added attraction, the students 
were taken on a guided tour of the 
bank’s facilities so that they learned 
how such an institution functions. 

SILVIA SCHUSTER, 

Milwaukee, Wisconsin 
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Novel Decorating Theme 


Sirs: Our bank recently held a pump- 
kin decorating contest among its em- 
ployees, and the accompanying picture 
shows the versatility and imagination 
of some of the staff. Miss Cathy Creitz, 
center, was the first prize winner of a 
$25 Savings Bond. Other contestants 
included Mrs. Sue Gloss, left, and Miss 





Arlene Anderson, right. The bank was 
gaily decorated by the display of pump- 
kins and this holiday feature attracted 
many visitors. 

Louis E. RIEGER, President, 

Old Orchard Bank & Trust Co., 

Skokie, Illinois 
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Board Meeting Publicity 


Sirs: Several months ago I read 
about the publicity a commercial bank 
received in Chicago by inviting finan- 
cial editors to attend a directors’ meet- 
ing. 

We are very fortunate to have as a 
staff writer for the Arizona Republic 
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Don Dedera, who has received an Ernie 
Pyle writing award for the warmth and 
human interest of his daily column, 
“Good Morning!” I discussed with him 
the possibility of attending one of our 
board meetings, and the enclosed light- 
hearted report was the result. 

We have been greatly pleased at the 
public response to this column feature, 
and the additional opportunities it has 
created for service in both our savings 
and mortgage lending functions. 

THOMAS E. SHERIDAN, President, 

Home Savings and Loan Association, 

Phoenix, Arizona 














so fast, convenient and 


dependable as it is today 


‘Sa words—growth and change—describe 
major trends in the Bell telephone business, 
There is more of every kind of service for 
more people. And more and more new things 
are coming along all the time. 


Direct Distance Dialing is bringing a new 
era of speed and convenience in Long Dis- 
tance calling. 


Nearly 24,000,000 customers can now dial 
Long Distance calls direct to 39,000,000 tele- 
phone numbers in the United States and 
Canada. 


New underseas cables make it easy to talk 
across oceans as clearly as a call across town. 


An entirely new era in communications 
for business is being opened up by the Bell 
System’s Data-Phone service. It enables elec- 
tronic business machines to “talk” to each 
other over regular telephone lines. Some day 
there may be more of those calls than calls 
between people. 


Those are some of the new services. Just 
a few of the other newer things are shown on 
the right. 


There’s much more to come... from re- 
search and development, from the invest- 
ment of millions of dollars of new capital, 
and from the Bell System’s never-ending 
desire to give you the best and the most 
telephone service in the world. 





Telephone service has never been. 


...and it’s going to be better! 














CALL DIRECTOR TELEPHONE 


With the touch of a button you can 
connect other office telephones, set up 
interoffice conference calls, add other 
office extensions to incoming calls. 
Two models. 18 and 30 push buttons. 
Many thousands already in service. 


THE PRINCESS 


It’s little! It’s lovely! It lights! A new 
compact extension telephone for any 
room in the house. A tremendous suc- 
cess all over the country. Available in 
white, beige, pink, blue and turquoise. 


BELLBOY SERVICE 


One of the newest Bell System serve 
ices. A person away from the telephone 
hears a tone signal (sent from the tele- 
phone exchange) on a pocket radio 
receiver. Alerts him to call his home 
or office to get a message. Now avail- 


- able in 14 major cities. 


HOME INTERPHONE 


Lets you call any other room in the 
house that has a phone. Or switch out- 
side calls to another phone. Also lets 
you answer the door from any phone. 
Microphone in telephone and speaker 
on wall beside each telephone enable 
person in other room to talk back 
without lifting receiver. Will be avail- 
able nationally next year. 
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TRENDS IN FINANCE 








Commercial Paper 
Edging to New High 

Borrowings by business from non- 
bank sources, chiefly in the commercial 
paper market and bankers acceptances, 
headed toward an all-time record last 
month, spurred by the lower cost credit 
that is available in those markets. 

Rates up. In the commercial paper 
market, major finance companies, which 
account for the larger portion of all 
commercial paper outstanding, reversed 
the September downward trend as they 
borrowed in preparation for financing 
dealers’ inventories of new automobiles. 
During September, the model change- 
over season, finance companies selling 
commercial paper direct to investors 
reduced their volume by some 10 per 
cent, or $359 million. 

Early in November the commercial 
paper rate went up % point, to 3% 
per cent on four-to-six-month loans. 

Bankers acceptance totals, which rose 
by $12,408,000 in September to within 
striking distance of the all-time high 
set at $1,732,436,000 in December, 1929, 
were reported rising seasonally to fur- 
ther records in October. In contrast to 
the commercial paper market, whetfe 
only a limited number of companies of 
highest credit can borrow, the bankers 
acceptance market is open to all who 
can convince their banks that trans- 
actions financed by acceptances fall 
within the classifications permitted for 
that market. 

Volume climbing. Acceptance volume 
has been boosted during the past two 
months by the financing in New York 
of some business normally done in 
London. Because of recently higher 
money rates in the British center, New 
York has become the cheapest market 
for acceptance credit. 

Big business in the United States has 
been able to sell its I.0.U.’s in the com- 
mercial paper market recently at an 
interest cost of around 3 per cent, as 
contrasted with a 4% per cent bank 
prime lending rate. Bankers accept- 
ances for 90 days have been recently 
selling at a rate around 3 per cent, but 
to this figure must be added bank com- 
mission rates of 1% per cent, making 
the overall cost around 4% per cent. 
However bankers acceptance financing 
does not require “compensating bal- 
ances”, as do direct bank loans. These 
compensating balances add about three- 
fourths of 1 per cent to stated interest 
costs. 

Dealer paper down. Commercial paper 
of all kinds outstanding at the end of 
September was $4,558 million against 
a record of $4,920 million August 31. 
Paper sold through dealers, chiefly 
industrial notes and obligations of 
smaller finance companies, accounted 
for $1,263 million of September’s total, 
against $1,266 million for August. The 
trend of dealers’ paper in October 
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~ COMMERCIAL PAPER OUTSTANDING 
Directly Placed Finance Paper and Paper Placed Through Dealers 
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Rates fluctuating as business steps up its own financing 


normally is upward on a seasonal basis. 

Neither commercial paper nor bank- 
ers acceptances add to bank credit in 
use unless purchased by banks, for 
investors in both draw upon existing 
bank deposits when they buy such notes. 
Bank holdings of commercial paper are 
now at low levels, and banks are trying 
to sell all the acceptances they create 
as rapidly as the open market will 
absorb them. 

The current increase in non-bank cor- 
porate borrowings more than offsets 
the recent declines that have been 
registered by banks in big cities in 
commercial loans, for what has been 
going on has been largely a shift in. the 
form of credit. For the country as a 
whole, bank commercial loans so far 
this year have been running about $2 
billion greater than a year ago. 
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Euro-Dollar Market Grows 


The recent emergence of a broad and 
active market for dollar deposits in 
Europe has added to the importance of 
the dollar as an international currency, 
according to the November Monthly 
Review of the Federal Reserve Bank of 
New York. 

Perhaps paradoxically, it adds, the 
development of this $1 billion Continen- 
tal or Euro-dollar market has also 
somewhat reduced the importance of 
New York as an international lending 
center. 

Short-term medium, Alan R. Holmes 
and Fred H. Klopstock, authors of the 
special study, stated that deposits come 
from the European and foreign com- 


mercial banks, among others, who are 
attracted by the higher interest rates 
on time deposits. Interest is also paid 
on call deposits and deposits at short 
notice. The dollar has accordingly be- 
come more useful as a short-term in- 
vestment medium and foreign banks 
probably hold larger dollar balances 
than they otherwise would. 


Canadian, European and Japanese 
banks, as well as branches of United 
States banks abroad, are accepting the 
deposits. International trade financing 
absorbs a large part of the dollars 
deposited. Having access to this rela- 
tively inexpensive source of funds, the 
accepting banks have been able to offer 
their customers rates well below either 
the commercial bank prime loan rate or 
the cost of acceptance financing in the 
United States. 


Easily converted. These dollar funds 
are also being used for loans to secu- 
rities dealers and brokers in New York. 
Foreign branches of New York banks 
obtain time deposits for use by their 
head offices while some foreign bor- 
rowers convert dollar deposits into their 
own currencies and employ them for 
loans and investments at home in their 
own credit and money markets. 


Abroad, the market has given an 
additional spur to the intermeshing of 
money markets throughout Europe by 
permitting banks to obtain funds that 
they may swap into other currencies. 
The emergence of the Euro-dollar 
market has thus made it more difficult 
for any one country to pursue monetary 
policies that fail to take international 
considerations into account. By the 
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same token, the succession of inter- 
dependent short-term claims imposes 
risks of vulnerability, since the liquidity 
of each participant in the market be- 
comes in part dependent upon the ability 
of the ultimate borrowers to meet their 
obligations, the Federal Reserve study 
concludes. 
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Urban Renewal 


Broad public acceptance of the urban 
renewal program and close cooperation 
between citizens’ groups, businessmen 
and local, state and national govern- 
ment officials are essential, said David 
Rockefeller, chairman of Chase Man- 
hattan Bank and principal speaker at 
a two-day symposium in Hartford, Con- 
necticut, October 19-20 on “The Role of 
Private Industry in Urban Renewal.” 

“No matter what new administration 
sits in Washington next year, no matter 
what degree of emphasis it may give 
urban renewal problems, I think we 
face the fact that any sums likely to be 
proposed and voted into law for federal 
aid must be regarded as no more than 
seed money,” he said. “Public funds 
simply are not and cannot be avail- 
able in sufficient quantity to do the job. 
The final harvest must be determined 
and developed by private capital in- 
vestment.” 

Leadership needed. Mr. Rockefeller 
noted the role assumed as a corporate 
community responsibility by Travelers 
Insurance Company when it set up a 
subsidiary corporation to act as rede- 


























































From left: Travelers Insurance Company officers—G. W. Baker, Roger C. Wilkins 
and J. D. DeWitt—discuss project with Chase Manhattan’s David Rockefeller 


Hartford’s $35 million project drawing great attention 


veloper of Constitution Plaza, an 11- 
acre project in downtown Hartford com- 
bining office buildings, underground 
parking, retailing, a radio-television 
center and a hotel. 

“Tt is true that banks, insurance com- 
panies, pension funds and other types 
of lending institutions are already mak- 
ing very considerable funds available,” 
he said. 


“But there is an urgent need for 
greater federal outlays for city renewal, 
there is a dearth of competent and ex- 
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perienced private developers and invest- 
ors, and there is a clear indication that 
if larger sums are to be attracted, in- 
vestment in urban renewal must be 
made more appealing in competition 
with other investment opportunities,” he 
added. 

Tax relief. Modification of existing 
tax regulations, and the use of ap- 
proaches free of tax restraints are other 
possibilities in steering more of the 
needed investment funds into urban 
renewal, he added. 

Milton H. Glover, senior vice-presi- 
dent of Hartford National Bank & Trust 
Co., discussing his bank’s role as a 
tenant in Constitution Plaza, said the 
decision to move into a new downtown 
banking structure was motivated by the 
“vital necessity of having a good lo- 
cation at a good crossroad.” 

Parking that would satisfy customers 
and lack of drive-in facilities at the 
bank’s Main Street headquarters were 
additional factors in the move, he 
explained. 

Richard B. Haskell, president of the 
Mechanics Savings Bank of Hartford 
and chairman of the Committee for 
Hartford (a cross section of the citizen- 
ry formed to stimulate urban renewal) 
said a citizen’s group can act as the 
steering wheel “for the very complicated 
mechanism of redevelopment.” Such a 
group, must however, represent all the 
citizens—government, civic, ethnic, re- 
ligious, business and social. Such a 
group, truly representing all citizens, 
can speak out with authority. When it 
endorses a project, the endorsement 
carries weight. 


Employee consideration. Benjamin L. 
Holland, president of the Phoenix Mu- 
tual Life Insurance Co., pinpointed a 
problem common to many communities 
in describing why his company decided 
to build a new home office in downtown 
Hartford rather than move to the 
suburbs. 

Having outgrown its existing building 
in Hartford, the company was on the 
verge of building larger facilities on a 
large tract in West Hartford. When 
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THE BEST LOAN COLLATERAL 


Even though inventories are in plain sight, they are often overlooked as 
prime collateral for secured loans. 


So MR. LOAN OFFICER — the next time you see INVENTORY in 
plain sight on a financial statement — why not call in Lawrence, The use 
of Lawrence Field Warehouse Receipts enables your bank to make safe 
and profitable inventory loans. It also makes it possible for you to provide 
your customers with needed working capital on a secured basis, 


37 Drumm Street, San Francisco 11 « 100 N. LaSalle Street, Chicago 2 + 79 Wall Street, New York 5 
OFFICES IN PRINCIPAL CITIES 
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Cheeklist Measures 
Insuranee Protection 
Available from the offices of the 
Mobilehome Dealers National Assn. 
is an up-to-date Insurance Check- 
list to guide finance factors and 
dealers in selecting or investigating 


their insurance program. Divided 
into three sections, this checklist 
covers provisions offered in the 
policy, the record and responsibility 
of the insurance underwriter, etc. 
The MDNA Insurance Checklist 
serves as a valuable measure of 
minimum standards for coverage on 
mobilehomes. Copies mailed on re- 
quest to MDNA offices, 39 S. La- 
Salle, Chicago 3, Ill. 
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lll Wind Blows Good 

As an aftermath of destructive 
hurricane “Donna” many Florida 
families are getting acquainted 
with the conveniences of modern 
mobilehomes. Near Marathon, Fla., 
21 mobilehomes have been moved in- 
to a small family settlement of 
homes which was almost completely 
demolished by the storm. Instead 
of trying to rebuild badly damaged 
houses, occupants moved into mod- 
ern mobilehomes which offered im- 
mediate housing as well as improved 
living conditions. 
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Opportunity Unlimited 
for Park Investors 
The figures below speak eloquent- 
ly for a growing industry whose 
greatest need is a “place to put the 
product”. In 1930 just 1,300 “trail- 
ers” were produced to mark the 
“birth” of a new concept of family 
housing. Post-war housing prob- 
lems fostered the first “boom” with 
60,000 units produced in 1947 (av- 
erage size 27 ft. 8-wides). In 1960 
an estimated 392 manufacturers are 
expected to produce over 160,000 
units (average size 50 ft. 10- 
wides). In 30 years, mobilehomes 
have grown from 1,300 to 1,400,000 
units — just over 1000% increase. 

¢ ¢ @ 


Holiday Greetings! 

As another year ends and a new 
one begins, we extend the warmest 
good wishes to our many friends 
everywhere. One wish for a joyous 
Christmas holiday — another wish 
that the year ahead will contain a 
full quota of happiness and pros- 
perity in a world of peace. 





News Highlights “}™ 
On An Important 
American Industry 
Presented Toward a 
Better Understanding 
of Mobile Home Life. 












Hartford’s downtown redevelopment 
project came to life, Phoenix Mutual 
called in a nationally known firm of con- 
sultants on’ site selection. They ad- 
vised Phoenix to remain downtown be- 
cause the city’s expansion was bring- 
ing about an evenly balanced popula- 
tion in suburban towns resulting in a 
wider pool of prospective employees. 
The survey showed that 47 per cent of 
Phoenix’s employes said their travel 
program would‘be upset by a move to 
the suburbs, and 69 per cent of the em- 
ployees favored a downtown location 
over the suburbs. 
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Bank Steps Into 
Mutual Fund Arena 


Girard Trust Corn Exchange Bank 
of Philadelphia has introduced a per- 
sonal retirement trust program that 
other banks and mutual funds will 
want to keep under surveillance. 

The bank’s personal retirement trust 
is aimed at the average person who 
would like to build up a little nest egg 
for his retirement years, but lacks the 
investment know-how to put his idle 
capital to work for him in the stock 
market. 

Low-cost. Under its program, Girard 
will take over this responsibility at a 
cost of only $5 per $1,000 in the trust, 
compared to the prevalent $8 per $1,000 
tab charged by mutual funds for the 
service. There is no entrance or with- 
drawal fee to worry about either, and 
the investor can add to his investment 
at the rate of $100 per month. 

Girard is actually providing two 
plans. One is a balanced fund, with 
investments in stocks and bonds; while 
the other is composed exclusively of 
common stocks. The investor may split 
his initial minimum investment of $1,- 
000 between the funds. 

Dividends, interest and capital gains 
are reinvested by the trust, and taxes 
on this income must be paid by indi- 
vidual trust holders. 

Loan collateral. To draw out funds, 
the investor must cash in his entire 
holdings in the trust. However, he may 
turn right around and reinvest in the 
trust the portion he doesn’t need. Or, if 
he prefers, he may use his holdings in 
the trust as collateral for a loan from 
the bank. 

The trust will allow an individual to 
invest up to $100,000 in the program 
and the minimum charge for the in- 
vestor is $50 per year. 

The flexibility and low-cost of the 
program to the individual make Girard’s 
plan one to watch in the future, partic- 
ularly by competition. 
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Wall Street Story 


The hustle and bustle of Wall Street 
are magnificently captured in the new 
book, Money, Money, Money: The Story 
of Wall Street in Words and Pictures. 

Produced by Ralph G. Martin and 
Morton D. Stone, the 224-page book 
skillfully blends words and pictures into 
an interesting analysis of the stock ex- 
changes, mutual funds, commodity mar- 











Stresses impact on nation 


ket, analysts, and all the other phases 
of the financial capitol of the world. It 
points out how the various segments 
operate and how the moves affect the 
American economy. 

Cloth-bound, Money, Money, Money 
may be bought in a $7.50 regular edition 
or the $12.50 deluxe version. Please 
direct your requests to Rand McNally 
& Company, P.O. Box 7600, Chicago 80, 
Illinois. 
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Farm Study Reveals 
New Lending Pattern 


Expected farm earnings, rather than 
security for the loan, will be increas- 
ingly emphasized by southern bankers 
making loans to farmers, according to a 
study just published by the Federal Re- 
serve Bank of Atlanta. 

The study, Commercial Bank Financ- 
ing for a Changing Agriculture, ana- 
lyzes changing credit demands of farm- 
ers in Sixth Federal Reserve District 
states. It forecasts an extension of un- 
interrupted credit to farmers who use 
real estate for the basis of obtaining 
short- or medium-term loans. 

New capital sources. The flow of capi- 
tal from city to rural banks in the Dis- 
trict will increase as bankers improve 
their services to farmers, the study 
states. 

These predictions are based on a sur- 
vey comparing farm loans outstanding 
at District commercial banks in 1956 
with those in 1947. The study discloses 
that farmers want to borrow more capi- 
tal from commercial banks as they at- 
tempt to adjust to the new economic 
environment which a decreasing labor 
supply, changing markets, and rising 
costs have created. 

Banks more lenient. Bank policies 
have changed as farmers have sought 
loans to finance new products, new farm 
practices, technology, and machines. 

Medium-term loans, which farmers 
use to purchase machinery and to im- 
prove their land, increased in 1956 over 
those in 1947. In 1956, loans outstand- 
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CORRESPONDENTS ENJOY SERVICE “EXTRAS” 
FROM First Pennsylvania 


When you want something done better than just 
routinely you go to people in whose perform- 
ance you have confidence. That’s true if you 
want your car fixed or your house remodeled. 
It’s true also when you’re looking for corre- 
spondent services. 


First Pennsylvania, the nation’s oldest and 
Philadelphia’s largest bank, applies just a little 
more care than required to all correspondent 
services— whether they involve credit inquiries, 
portfolio analysis, clearances (none faster), 


88 offices— 
Serving more people more ways 
than any other Philadelphia bank 


Member Federal Deposit Insurance Corporation 


December, 1960 








business referrals or administrative matters. 


Correspondents of First Pennsylvania enjoy 
many service “extras,” too—such as the annual 
Correspondent Bank Meeting now in its 17th 
year, and attended by bankers 
from the Third Federal Reserve 
District and surrounding states. 

If you’d like this kind of corre- 
spondent service, why not let 
Lloyd R. Bechtel tell you about it 
next time he’s in your territory? wr. BECHTEL 





The 


First Pennsylvania 
Banking and Trust Company 


Banking since 1782 








ing for medium-term purposes totaled 
387 per cent of bank farm production 
loans, as compared with 26 per cent in 
1947. 

The study suggests that some bank- 
ers hold conservative attitudes toward 
farm borrowing, and that some bank 
policies fall short of farm needs. For 
instance, 60 per cent of short-term loans 
for farm operating expenses were under 
$500, and 89 per cent were under $2000. 

Copies of the study, the seventh in a 
series being conducted by the Reserve 
Bank, may be obtained on request from 
the Research Department of the Fed- 
eral Reserve Bank of Atlanta, Atlanta, 
Georgia. 
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Special Ad Carries 
Mutual’s Story to Publie 


Our affluent society’s growing interest 
in mutual funds prompted Incorporated 


Investors, Boston, Massachusetts, to use ~ 


the mass readership of Reader’s Digest 
to tell its growth story. 

Incorporated Investors, with $300 mil- 
lion in resources and 70,000 stockhold- 
ers, published its prospectus as part of 
a 24-page detachable booklet in the New 
York edition of the November issue of 
the Digest. Reprints of the handy 
“Buyer’s Guide to a Mutual Fund,” are 
also being used by the Fund as its offi- 
cial prospectus in all but a few states 








ROCKWELL 
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STRENGTH ... 
THROUGH DYNAMIC 
DIVERSIFICATION 


Rockwell-Standard serves: 
Transportation * Construction 
Agriculture * Petroleum 
Public Utilities ¢ General 
Industry and Government 


Rockwell-Standard produces: 
Axles * Transmissions 
Torque Converters 
Leaf and Mechanical Springs 
Bumpers *® Cushion Springs 
Brakes * Forgings * Stampings 
Grating * Universal Joints 
Executive Aircraft 
Lighting Standards 
Gas and Liquid Filters 


DIVIDEND NOTICE 


The Board of Directors has today 
declared a regular quarterly dividend 
of fifty cents (50¢) per share on the 
Common Stock of the Company, 
payable December 10, 1960, to share- 
holders of record at the close of 
business November 17, 1960. 


A. A. Finnell, Secretary 
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<a 


Incorporated 
Tnavestors 


Detailed fund analysis 


where the law requires that it be accom- 
panied by a standard form. 

The prospectus-booklet gives the 
reader a detailed analysis of what a 
mutual fund is, describes what Incorpo- 
rated Investors has done over the past 
35 years, and outlines two programs 
(systematic investment and automatic 
withdrawal) that investors should con- 
sider in their investment programs. 

Copies of the Buyers Guide to a 
Mutual Fund may be obtained from 
The Parker Corporation, 200 Berkeley 
Street, Boston, Massachusetts. 
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Economists Differ on 
1961 Business Prospects 


The widespread debate over near- 
term business outlook has revealed an 
unusually sharp divergence of opinion 
among competent and_ well-known 
authorities, according to John J. Balles, 
vice-president and economist at the 
Mellon National Bank and Trust Com- 
pany, Pittsburgh, Pennsylvania. 

Two main camps. Mr. Balles, who ex- 
pects a downturn, points out that the 
economic debate centers around the 
question of whether the economy will 
head upward or dip from its present 
high plateau. 

One school of thought, the “Optimist” 
camp, he adds, feels that economic 
activity will start to edge up rather 
than top out, and that no recession is 
in prospect for the year. This group 
looks for steady if unspectacular 
growth. The “Pessimists,” on the other 
hand, hold that a business cycle peak 
is close at hand or perhaps has already 
transpired, and that a downturn lies 
ahead, even though it may be brief 
and mild. 

Both sides are agreed on many points, 
adds Mr. Balles. They feel that we can 
expect a sustained rise in consumer 
outlays on nondurables and services, 
and also in state-local government out- 


lays; near-term increases in residential 
construction and defense spending are 
also possibilities; but the pessimists 
believe that any major increases in 
Federal spending are too conjectural to 
be counted on as yet, and even if they 
do occur, they will come too late to 
head off a downturn. 

Capital spending. The pessimists are 
also concerned about the prospects of 
a sag in plant and equipment spending, 
and for a further drop in consumer 
outlays on cars and household equip- 
ment. These possibilities tend to be 
minimized by the optimists, who tend to 
believe that the inventory adjustment 
is largely or entirely over, in contrast 
to pessimistic views. 

Finally, while the pessimists believe 
that, on net balance, the contractive 
forces will prevail and that business 
activity will break out of its plateau 
on the downside, they also recognize 
that the expansive forces are such as 
to keep the downturn short and mild, 
perhaps the least severe of the postwar 
adjustments. 

Mid-year upturn. In any event, he 
adds, there is reasonable prospect that 
business activity will be pointed upward 
again by the second half of 1961, or 
even somewhat earlier. 

A resort to excessive use of deficit 
financing and easy-money tools in the 
months ahead could complicate our 
problems, rather than help them, con- 
tends Mr. Balles. He emphasizes that 
we must avoid a renewal of inflationary 
conditions and expectations which lead 
to unstable business conditions. In 
addition, firm steps must be taken to 
rectify the large deposits in our inter- 
national balance of payments, which 
pose a threat to the future of the 
dollar. 

We might also benefit from the expe- 
rience of various countries of Western 
Europe whose growth rates have ex- 
ceeded ours in recent years. To a con- 
siderable extent, he points out, their 
progress can be traced to corporate tax 
and depreciation policies which are 
much more favorable than ours to rapid 
technological advances based on new 
and more productive capital equipment 
—and pay-off of research and develop- 
ment. Mr. Balles suggests that thorough 
overhaul of our tax system would con- 
tribute much more to economic growth 
than “easy money.” 
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Bank Entering Secondary 
Mortgage Market 


Evansville, Indiana’s Old National 
Bank is currently in negotiations with 
locally-owned Carter Mortgage Corpora- 
tion to acquire control of its mortgage 
servicing division. 

The mortgage firm has been provid- 
ing home loan service to 38 communities 
within a 50-mile radius of Evansville. 
Old National, an $81 million institution 
is expected to take over the operation 
on January 1, 1961, according to Wal- 
ter A. Schlechte, president of the bank. 

The bank has been quite active in the 
mortgage field, financing thousands of 
homes and commercial buildings 
through the head office and branches. 
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The new operation, however, will be its 
initial step into the secondary mortgage 
market. 
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State Sales Taxes 
Top Money Source 


Sales tax collections by the states 
reached $4.3 billion during fiscal 1960, 
according to Commerce Clearing House, 
national authority on tax and business 
law. 

This all-time record yield was 16 per 
cent higher than the previous year and 
represented the major source of tax 
revenue in 30 states and accounted for 
nearly one-fourth of total state tax 
collections, said the Chicago-based or- 
ganization. 

Sales taxes levied by cities, towns 
and counties throughout the nation are 
not included in the total. 

State income taxes were a strong 
runner-up to sales taxes during the 
fiscal year, producing a record total of 
$3.4 billion, up nearly 23 per cent. The 
income tax was the best source of 
‘revenue in 13 states. 

Gasoline taxes, levied in all 50 states, 
ranked first in production of revenue 
in only six states. However, total gas 
tax collections rose 10 per cent during 
the year to $3.3 billion, closely ap- 
proaching the aggregate state income 
tax take. 

The three taxes, in total, accounted 
for 61 per cent of the $18 billion record 
collection of taxes by all the states. 




















Three taxes—sales, income, gasoline—top $18 billion annually 


A major state tax map prepared an- 
nually by Commerce Clearing House 
figures for the year ended June 30, 
1960, is shown above. 

It points out that among all the 
states, the greatest reliance upon a 
single source for the bulk of its tax 
revenue was placed by the state of 
Washington on its 4 per cent sales tax, 








First 
Ta 


@ industrial Finance 


@ Experience in Management. 


of Foreign Capital 


Established in 1902 





THE 


INDUSTRIAL BANK 
OF JAPAN, LTD. 


Head Office: Marunouchi, Tokyo, Japan 
New York Office: 30, Broad Street, New York 4, N.Y. 





10 





collections from which represented 57 
per cent of its total tax take. Hawaii, 
our newest state, got exactly one-half 
its tax revenue from sales taxes. 

Oregon and New York, with 56 per 
cent and 52 per cent, respectively, of 
their tax revenue coming from income 
tax collections, showed the strength of 
this particular source. New York col- 
lected more than $1 billion from its in- 
come tax. 

The state most dependent upon gaso- 
line taxes as its best source of revenue, 
was Nebraska with 41 per cent. New 
Hampshire was next with 32 per cent 
from this source. 

Only one state, Louisiana, relied on 
severance taxes to play the biggest 
single part in meeting its fiscal prob- 
lems, the CCH report said. 
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Fed’s Dilemma 


The balance of international pay- 
ments position of the United States, 
which had been a debit $3.8 billion for 
1959 and which had improved to an 
annual rate of minus $2.6 billion in the 
first quarter of 1960 and to minus $2.9 
billion in the second three months of 
this year, swung to a debit $4 billion 
annual rate in the third quarter. For 
the second half of 1960, a record $4.2 
billion yearly rate has been forecast. 

Fed under fire. This rapidly worsening 
position not only posed a number 1 
problem for the incoming Democratic 
administration, but also brought some 
dramatic developments in the gold and 
money markets as well as _ striking 
changes in Federal Reserve policy. The 
Fed is feeling the full impact of differ- 
ences in money rates between Europe 
and the United States and is being 
blamed for accelerating the gold flow 
because of its easy money policy. 

1. Before and immediately after 
election day, this country’s gold losses 
were stepped up to a daily and weekly 
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rate that was a record for any period 
other than those in which there were 
special transfers between the Treasury 
and international institutions. The gold 
loss for 1960 to the middle of last 
month approached $1.5 billion, most of 
it having gone out since the end of 
June. This compared with a loss of 
$1,078 million for all of 1959 and of 
$2,247 million in 1958. Since 1957 the 
U.S. gold supply has shrunk some $4.8 
billion and since 1949 by nearly $6.5 
billion. “Free” gold of this country 
now is around $6 billion. 

2. The Federal Keserve Board freed 
$1.3 billion from required cash reserves 
of banks through lowered reserve re- 
‘ quirements for city banks and through 
allowing all vault cash to be counted 
as reserve; in taking these steps, re- 
quired reserves of country banks were 
raised by 1 percentage point. The pur- 
pose of these actions was to give banks 
more funds for seasonal credit needs 
and to offset international dollar drains. 

Actions backfired. Seldom has the 
Federal Reserve system moved on so 
many fronts so rapidly to make money 
more available and easier. Since June 
it has cut rediscount rates twice, stock 









7 margins once, cut reserve requirements, 
freed vault cash for use as reserves 
, 

f and through open market purchases of 


Government securities pushed the Re- 
. serve system portfolio to an all-time 
f record level. Yet the increase in free 
“ reserves of the nation’s banks has been 
f disproportionately small. 
2 3. In connection with a record week- 
a ly purchase of Government securities 
early last month, the Reserve system 
departed for the third time since 1953 
from the policy of buying only Treasury 


7 bills; moderate amounts of certificates, 
t notes and short term bonds also were 

purchased. The accepted explanation for 
" this was that the supply of bills was 
t temporarily too small for the system to 


buy them on a large scale without un- 
duly depressing the interest rate they 
yield. Since Treasury bills (and bankers 
acceptances) are favorite investments 
for foreign central banks and Govern- 
ments, a rate too low for bills would 
make them unattractive to such foreign 
buyers and tend to divert into gold 
some of the funds so invested. 

Many financial observers feel that 
the “bills only” policy is on its way 
out, not only for these reasons but also 
for the fact that the original reason 
cited for the policy in 1953 has ceased 
to exist. 

Philosophy changing. At that time it 
was deemed wise to keep central banks 
out of operation in short term securities 
other than bills because such issues 
usually carried “rights” to subscribe to 
new Treasury securities in refunding 
operations. Therefore, Federal Reserve 
operations in them tended to distort 
market values and to complicate the 
Treasury’s financing operations., Now 
the Treasury no longer assures such 
pre-emptive rights to holders of matur- 
ing securities. 

4. As a consequence of the heavy 
foreign gold engagements here the total 
stock of foreign-owned gold stored in 
the Federal Reserve Bank of New York 
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Dept. 49, 300 St. Paul Place, 
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we study new procedures... investigate new devices; 
and are glad to talk with correspondent banks about 
operational problems. 
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has reached an all-time record at about 
$11 billion, or about 11,000 tons (avoir- 
dupois), a hoard promising to rival that 
at Fort Knox. The New York Fed is 
beginning to be concerned about future 
storage capacity. It has other vaults 
above the bedrock floor but the vast 
weight ($1 million of gold equals 1 ton) 
precludes too much storage there. 

5. While foreign confidence in the 
dollar remains high, as indicated by 
the recent rise of foreign holdings of 
U. S. Treasury securities to an all-time 
record of well over $5 billion, there 
have been several speculative flareups 
in the price of gold in the London free 
market. The metal had risen to around 
$41 there and as this edition was closed 
out the price was around $36, or about 
$1 above the U. S. Treasury’s fixed 
price of $35. 

6. There has been a large scale 
growth in the purchase, sale and lend- 
ing of U. S. dollar deposits in world 
markets; this does not always reduce 
volume held in American banks but 
sometimes does, depending upon the 
use to which the funds are put. This 
world market for dollar deposits is now 
estimated at as much as $1 billion. 

Hot money involved. In contrast to 
the debit position of the U. S. interna- 
tional payments position in past periods, 
there is the encouraging note that at 
least $1 billion of this year’s total has 
represented capital movements induced 
by interest profit opportunities, which 
means that U. S. nationals get -equiv- 
alent foreign assets, largely short term, 
which presumably will come back here 
once interest differentials return to a 
more norma! level. 

Since so much of the overall U. S. 
debit balance is accounted for by loans, 
grants and ~*military expenditures 
abroad, these items currently are under- 
going a searching examination for pos- 
sible curtailment and pressure is in- 
creasing upon many European nations, 
particularly West Germany, for more 
cooperation in easing the burdens of 
the U. S. payments imbalance. The 
Germans have already offered to absorb 
some of the military expense and are 
studying more ways in which they can 
participate in loans to undeveloped 
nations. On November 10 the German 
central bank cut its discount rate to 
4 from 5 per cent. Reductions earlier 
had been announced by the Bank of 
England to 5% per cent and the Bank 
of France to 3% per cent. 
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New Rich Man’s Funds 
Offer Tax Advantages 


Well-to-do investors, who have made 
a killing on the stock market, can trans- 
fer their unrealized capital gains into 
shares in the new Centennial-type 
mutual funds without paying a tax on 
the exchange. 

These new mutual funds and their 
purposes are described in a recent issue 
of Prentice-Hall’s Information bulletin. 

Heavy initial investment. The funds 
are named after the original entry, 
Centennial Fund, which has obtained a 
ruling from the Internal Revenue Serv- 
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ice allowing a nontaxable exchange of 
securities by individuals for shares of 
the fund. Three others—the Congress 
Street Fund, the Federal Street Fund, 
and the Westminster Fund—have been 
given similar leeway. 

All the funds have a stated minimum 
market value of stock that you can 
swap, according to Prentice-Hall. These 
minimums range from $15,000 to $25,- 
000. Each fund also has set up a min- 
imum target for its total initial assets— 
$10 million, $25 million, and more. 

The funds specify in advance which 
stocks and convertible bonds they will 
accept, thereby hoping to obtain a well- 
diversified portfolio with good long- 
term capital gain potential. If the indi- 
vidual’s holdings fit in with the fund’s 
specifications, the securities are held in 
escrow by a designated bank, for pos- 
sible return should the fund fail -to 
meet its total initial assets by a specified 
time. 

Avoiding double taxation. When the 
fund’s initial assets are reached, indi- 
vidual holders are sent a report de- 
scribing the deposited securities, their 
current value, and their tax basis. The 
individual can study the fund’s list of 
securities and decide whether its port- 
folio and tax position appeal to him. 
If it doesn’t, he can pull out. 

The Centennial funds plan to operate 
as regulated investment companies, to 
eliminate any double tax on their in- 
come. Thus, corporate dividends re- 
ceived by the fund will be distributed 
to the shareholders and taxed to them 
as ordinary income. 
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Public Deposits Draw 
Fire in New York 

A campaign to eliminate. the re- 
quirements for pledge of Government 


securities against public deposits—U.S. | 


Government, States and political sub- 
divisions—is building up considerable 
steam in New York under the sponsor- 
ship of the New York State Bankers 
Association. Officers of the Association 
hope that other bankers organizations 
will join in to make the movement na- 
tionwide. 

$20 billion involved. Many speeches 
have been made on the topic by the New 
York State Bankers’ president, Albert 
C. Simmonds Jr., who is chairman of 
New York’s oldest bank, the Bank of 
New York. A vice-president of the 
Morgan Guaranty Trust Company, 
Ralph F. Leach, also is active in the 
cause. 

It is estimated that over $20 billion 
in deposits in all commercial banks are 
in the category of those for which a 
pledge of security is required under 
national, state or local laws and that 
New York banks account for some $3 
billion of that total. For the country as 
a whole it is further estimated that 
about one-third of all Government se- 
curities held by commercial banks are 
used for pledge purposes; in the case of 
New York banks the proportion is 
around one-half. 

With bank loan volume at near-record 
levels and bank portfolios of Govern- 
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ment securities in recent years shrink- 
ing to provide new funds for lending, 
the banks’ portfolios of Treasury issues 
are becoming increasingly “frozen” as a 
result of the necessity of maintaining a 
large proportion of them available for 
pledge purposes. This sometimes re- 
sults in missed opportunities for profit- 
able switches and restricts ability to 
trade in such securities. 

Future aspects. While under the rela- 
tively high money rates that still exist 
there is no danger that public deposits 
will become unpopular with banks even 
in the face of the requirements for 
pledged security, some banks point out 
that a time could arise when public 
funds could become viewed as a less 
desirable form of deposit and that it is 
to the interest of public authorities as 
well as banks to have laws changed. 
Since so many would have to be 
changed, the task will take several 
years to accomplish. 

The overall effect of eliminating se- 
cured deposits would be to vastly in- 
crease lending power, since more Gov- 
ernment securities could be liquidated 
to meet higher credit demands. This 
need for more credit does not immedi- 
ately exist, but could become an impor- 
tant factor in the next big rise in busi- 
ness activity. 
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Significant Shorts 


The U.S.-Japan Trade Council has 
just released a new booklet covering 
“U.S. Imports and Economic Growth.” 
The eight-page study calls current de- 
mand for relief from import competi- 
tion “misdirected.” A return to protec- 
tionism, it adds, would place U.S. ex- 
port markets in jeopardy and in the 
long run imperil . . . the U.S. balance 
of payments. Copies of the report may 
be obtained from the U.S.-Japan Trade 
Council, 1000 Connecticut Avenue, 
Washington 6, D.C. 
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“Delicate proportions, consistency and 
economical use of materials” are among 
the accolades being used to describe 
Old Security Life Insurance Company’s 


new headquarters in Kansas City, 
Missouri. 
The four-story structure, shown 


above, houses the executive and central 





Old Security Bldg., Kansas City 


Award winner 


offices of Interstate Securities Com- 
pany, the parent firm, which has 106 
branch offices in 12 states. 
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One of the country’s major real 
estate syndicate organizations, Tenney 
Corporation, New York City, has be- 
come a publicly-held corporation. Share- 
holders of the 1,932,880 shares of class 
A stock at par value of $1 per share are 
to receive syndicate participations in a 
group of 16 real estate holdings in the 
United States and Canada. 
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Michigan residents are expected to 
save about $1,400,000 a year under the 
new rates put into effect by the State’s 
insurance agents, according to Frank 
Blackford, state insurance commis- 
sioner. Comprehensive policies covering 
fire-theft, windstorm and similar auto 
losses have been raised about 16 per 
cent under the new schedule, but the 
increase has been counteracted by a 
14 per cent drop in collision coverage. 


* 


An assigned risk pool permitting an 
automobile owner to obtain basic auto- 
mobile coverage from any licensed 
insurance company of his choice may 
be the most feasible solution to the 
difficult problems now confronting the 
industry, advised H. W. Yount, execu- 
tive vice-president of Liberty Mutual 
Insurance Company. 

He added that the insurance industry 
is a licensed business regulated in the 
public interest, with the function of 
affording protection for those that need 
it. From an economic standpoint this 
will have to be done ultimately through 
public or private enterprise, he con- 
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tinued, and the insurance industry can- 
not afford to be placed in the position 
of depriving people of their livelihood 
through lack of insurance or usurp the 
functions of state officials whose job it 
is to remove safe drivers from the road. 
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Banker Urges Heavier 
Mortgage Activity 


Competition is the salt of life, but 
not when you are killed off and salted 
down by the competition, contended 
Robert L. Cashion, vice-president, 
Western Pennsylvania National Bank, 
at the recent Pennsylvania Bankers 
meeting. 

Mr. Cashion pointed out that bankers 
could reverse the recent trend and 
build up the role of commercial banks 
in the mortgage lending field if they 
tried harder to meet the mortgage 
needs of the community. 

Short-term lending philosophy on the 
part of banks, he added, is sending many 
good customers who need mortgage 
money to competitive institutions, in- 
cluding mortgage companies, out-of- 
state insurance companies, the savings 
and loan associations, and the mutual 
savings banks. 

It is easy to attract new customers 
by offering favorable home financing, 
particularly with respect to large tracts. 
The income derived from servicing loans 
for other investors can be quite sub- 
stantial, too, said Mr. Cashion. 

Another factor he pointed out was 
that even though a mortgage loan is 
sold to a secondary market investor, the 
bank may retain the servicing of it. 
The mortgagor makes his payment at 
the bank and is thereby exposed to other 
services of the bank. 

Late-comers. In order to produce a 
large volume of mortgages on a whole- 
sale basis, he said, a bank probably 
would have to engage in construction 
financing as well as soliciting loans from 
realtors on existing houses. The con- 
struction loan phase, with the quick 
turn-over of money accompanied by the 
fees that are usually paid in addition 
to the interest on such loans, can pro- 
duce a substantial income. At our bank, 
he added, we are firmly convinced this is 
a business that rightly belongs to the 
commercial banks. Had commercial 
banks been more aggressive in pursuing 
this type of business over the past 15 
to 20 years, the growth of savings and 
loan associations and mortgage com- 
panies might not have been so spectacu- 
lar. 

Our total deposits amount to approxi- 
mately $220 million dollars, of which 
about $90 million are in time or savings 
accounts, said Mr. Cashion. Thus, under 
banking regulations, we would be limit- 
ed to mortgage loans, exclusive of FHA 
and VA, of about $54 million, he noted. 

We are presently servicing a mort- 
gage portfolio of over $80 million, he 
said, about half of which is serviced for 
other investors. Nevertheless, every 
mortgagor who makes payments to us, 
regardless of whether we own his 
mortgage or service it for someone else, 
either mails a check or makes a personal 
visit to one of our offices every month. 
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Bank pr ES ER aap ae 27,561,355 22,913,2 40 Partner, Gardiner, Wardrop & Company 
: WILLIAM C. HARRIS, Toronto 
Controlled companies - - - = 10,072,118 8,248,521 President, Harris & Partners Limited 
Other assets - - - - - = = 1,113,944 Sn) 
$2,125,323,400 $1,847,495,943 Senior partner, McCarthy and McCarthy 
ROY A. JODREY, D.C.L., Hantsport, N.S. 
President, Minas Basin Pulp & Power Co. Ltd. 
LIABILITIES EDWARD D. LOUGHNEY, Teronto 
President, British American Oil 
Company Ltd. 
Deposits - - - - - - = = $1,942,006,822 $1,721,044,455 DR. NORMAN A. M. MacKENZIE, C.M.G., 
; M.M, and Bar, Q.C., LL.D., Vancouver 
Acceptances & letters of credit- - 58,693,696 29,962,403 President, The h niversity of 
Total liabilities to the public - $2,009,986,647 $1,758,154,107 feeae: ageenes, Macklaier, Chisholm, 
Capital paid up - - - - - - 26,835,789 21,579,880 : saa seal ne 
Rest account - - - - = = = 87,474,647 66,439,640 President, Maclaren Fewer & Paper 
i ompany 
Undivided profits- - - - =- = 1,026,317 1,322,316 JOHN L. MeCARTHY, Toronto _ 
$2,125,323,400 $1,847,495,943 Vice-President, The Canada Life 


STATEMENT OF UNDIVIDED PROFITS 


FISCAL YEAR ENDED OCTOBER 31 


Profits after reserves for depreciation 


& contingencies - - - - 








$ 14,749,811 


$ 12,247,713 




















Assurance Company 


DONALD McINNES, Q.C., Halifax 
Senior Partner, McInnes, Cooper 
and Robertson 

CYRUS H. McLEAN, Vancouver 
President, British Columbia Telephone 
Company 

W. NORMAN McLEOD, D.LITT.S., Toronto 
Chairman, Moore Corporation Ltd. 


SIR BRIAN MOUNTAIN, BT., London, Eng. 


Income taxes - - - - - = «= 7,825,000 6,345,000 comeran” Star Insurance 
Net profit ee we) Be oe $ 6,924,811 $ 5,902,713 THOMAS e RAHILLY, Montreal ee 
a airman, VanaGda tron roundries Lim 
Dividends declared - - - - = 5,500,810 4,665,964 swine atk an. Toile 
Undivided profis- - - - - = §$ 1,424,001 $ 1,236,749 President, Canadian Oil Companies Ltd. 
Undivided profits brought forward 1,322,316 88 oO OO ne oie aeinlon Foundries end Steet, 
$ 2,746,317 $ 2,122,316 a 
FRANK H. SHERMAN, Hamilton- 

Transferred to rest account- - - 1,720,000 800,000 President and General Manager, 


Balance of undivided profits - 





$ 1,026,317 





$ 1,322,316 








Dominion Foundries and Steel, Limited 


C. GORDON SMITH, LL.D., Winnipeg 
Managing Director, Smith, Vincent & Co. Ltd. 


F. WILLIAM NIcKS, President + WILLIAM K. WHITEFORD, Pittsburgh, U.S.A. 


President, Gulf Oil Corporation 


CHARLES N. WILSON, Saint John 
President, The Standard Dredging Co. Ltd. 


J. DouGcias Gipson, General Manager 
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Whither the 
Savings-Loans? 


Delegates to the 68th national con- 
vention of the United States Savings 


and Loan League in Miami Beach, 
Florida, found that in the year that 
has elapsed since their last meeting in 
Dallas, Texas, the problem of the in- 
dustry has been completely reversed. 

In 1959, the big question was where 
to find the savings that would be neces- 
sary for investment in new mortgages. 
This year, it is a matter of finding a 
source for investing the savings. While 
net savings for the associations during 
the first nine months of 1960 are nearly 
5 per cent higher than the same period 
a year ago, loans are down about 8 
per cent. The trend poses a problem of 
whether to adjust loan charges and 
dividend rates to savers. 

However, the consensus of a panel 
discussion on the outlook for the 1961 
mortgage market was that, while the 
present trend is for a softening in the 
demand for mortgages there is every 
indication that this will be a _ short 
range situation. Over the long haul, the 
demand for new houses, new mort- 
gages, and the need to obtain adequate 
financing will be bigger than ever. 

The panel pointed out that for the 
present there is every indication that 
the interest charged on mortgages will 
be reduced slightly, and the industry 
can look for a corresponding cut in the 
dividends paid on savings at least by 
the middle of 1961. 

Senator speaks. There were many 
reasons cited for this trend, but the 
speech of Senator A. Willis Robertson 
(Dem. Va.) pointed out some of the 
more obvious causes. Senator Robert- 
son, in addressing the first general ses- 
sion of the convention, said that in the 
last 10 years there have been three 
periods of “boom” in the housing in- 
dustry. These were 1949-50, 1953-55, 
and 1958-59. 

During all three of these periods, the 
Senator continued the demand for 
housing was governed to a great extent 
by the availability of mortgage credit. 
He added that in each of these periods, 
housing construction followed a contra- 
cycle pattern. “In each of the three 
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S & Ls concerned about current lull in upward mortgage trend 


recessions housing starts picked up and 
furnished a strong impetus towards 
recovery.” ; 

In the current situation, he said, there 
is considerable doubt that stimulation 
of home building can be counted on 
again to lift the country out of an eco- 
nomic decline. In the Senator’s opinion, 
housing supply has caught up with 
demand and that this balance may well 
prevail until family formations begin 
to rise sharply again around 1965. 

If this is the case, Senator Robertson 
added, it appears that in the immediate 
future the housing and mortgage mar- 
kets will be more closely tied to true 
demand, and that the availability of 
mortgage money will play a much less 
important role in the industry than it 
has in the past few years. The Senator 
also feels that the Federal government 
should not further liberalize down pay- 
ments and maturities. An injection of 
additional FNMA money, he said, would 
not create additional demand but would 
largely constitute the substitution of 
government financing for funds which 


Experts in mortgage and construction fields addressed delegates at Miami convention 


at the present time appear to be freely 
available in the private market. 

If the mortgage and housing market 
are more truly adjusted to the demand, 
there are opportunities for production 
based upon that demand on a more 
stable basis, he said, at lower costs, and 
with greater long run security to both 
homeowners and mortgage lenders. 

Home builder viewpoint. Martin L. 
Bartling, Jr., president of the National 
Association of Home Builders, told the 
delegates that although the home build- 
ing industry is temporarily experi- 
encing slack times, the period of 
greatest progress lies in the coming 
decade. Even though there are some 
areas that are presently overbuilt, he 
said, the future opportunities in home 
building will reverse this trend in the 
1960’s. 

Two of the biggest areas for expan- 
sion are urban renewal and homes for 
middle and lower income families, he 
said. He emphasized the lack of housing 
for lower income groups when he 
pointed out that 51 per cent of the 


nation’s families have incomes of less 
than $5,000 annually, whereas only 6 per 
cent of the builders in the country are 
active in providing houses for the gen- 
eral public which sell for less than 
$14,000. . 

The lack of adequate housing for this 
group has serious implications, he 
added, pointing out that continued 
neglect could lead to more government 
intervention in an area where private 
enterprise should be able to supply the 
needs. 

The answer, he said, is not in lower- 
ing down payments or extending terms 
on new houses, since these have been 
stretched to the limit. The solution is 
to bring the price of houses down by 
making them more attractive, livable, 
and competitive. New approaches in 
selling must be used, he added, and 
lenders must learn to accept new tech- 
niques and new methods of building 
homes which tend to bring the price of 
a home in reach of the average con- 
sumer. 

One other problem in this respect, 
Mr. Bartling said, is the high cost of 
land. The industry must find ways of 
reducing this cost since it is almost 
impossible for low income housing to 
be built on expensive property which is 
often over priced. 

Mortgage banker talks. The need for 
more mortgage funds in the decade 
ahead was emphasized by Robert 
Tharpe, president of the Mortgage 
Bankers Association. Mr. Tharpe said 
that in a few years the net increase in 


From left: Messrs. Strunk, Knapp, Dye, and DuVall 


Leaders who will chart League’s course during coming year 


the number of non-farm households will 
rise from under 900,000 a year to about 
1,200,000 a year, and that the number 
will continue to show an _ increase 
through 1970. 

Mr. Tharpe also cited the older 
houses that will have to be replaced; 
the shifts in population around the 
country; and the number of families 
that will move up to higher income 
brackets. 


% 3% 


The long-run problem will be to 
create more savings that can be di- 
rected into the mortgage market, he 
said. Pointing out that the volume of 
savings available for mortgages has 
been reduced due to shifts in savings 
patterns Mr. Tharpe added that this 
reduction is a matter of concern not 
only to builders, but also to politicians, 
and ultimately to the families who will 
buy the houses. If sufficient mortgage 
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money is not available to meet this 
increased demand, he said, there is a 
danger of government intervention in 
this field. 

Mr. Tharpe listed three sources which 
are now available for new mortgage 
funds: 1. The use of pension funds for 
mortgage investment; 2. The change in 
FHA regulations which allow individ- 
uals to hold FHA mortgages; 3. mort- 
gage investment trusts. 

He considers the latter source the 
most important as far as mortgage 
bankers are concerned, and the best 
means of bringing funds back into the 
mortgage market. A recent change in 
the tax position of these trusts should 
serve as an impetus for more money he 
said. Under the new rules adopted by 
the last session of Congress, mortgage 
trusts can issue shares to the public, 
and the individual pays taxes on his 
shares, rather than the trust itself. 

Professor sees clouds. The prospect of 
heightened competition for the savings 
and loan associations was cited by Pro- 
fesor Edward E. Edwards professor of 
finance, University of Indiana. New 
factors to be reckoned with, he noted, 
were: the announced entry of the AFL- 
CIO in the field; the development of 





ROBERT THARPE M. L. BARTLING 


Featured speakers at session 


commercial banking plans for origi- 
nating and servicing mortgages to be 
held by pension funds; the widespread 
discussion of mutual funds for real 
estate investment; and the continued 
political pressure for a central mort- 
gage bank. 

As Professor Edwards sees it the 
future competitive position of the 
savings and loan associations in the 
mortgage field is complicated by the 
fact that in many cities they are the 
highest cost lenders, pay too much for 
money, and have excessive operating 
expenses. He expressed concern over 
the future ability of the associations to 
attract savings in sufficient volume at 
a low enough cost to really be in a 
competitive position on the lending side. 

The associations were warned against 
reaching too far out for higher yields 
on new loans, counteracting higher 
dividend rates, to the extent that they 
cease being aggressive competitors for 
good mortgages. Professor Edwards 
pointed out that time was working on 
the side of the savings-and-loans, in 
lessening the earnings squeeze. “If 
your new mortgage rates are anything 
above your average portfolio yield, your 
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Bird’s-Eye View 


The monthly Business Review published by 
Canada’s First Bank gives up-to-the-minute 
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View of employees’ lounge at new Harris Trust bank building 


average will continue to go up, and it 
will go up about as fast if you make 
new loans at six per cent as it will if 
you make new loans at seven” he 
asserted. 

Pointing out disturbing signs in the 
industry, Professor Edwards mentioned 
“the declining prestige” of the Federal 
Home Loan Bank Board; the small size 
and slow growth of the Federal Savings 
and Loan Insurance Corporation; a sug- 
gestion from a White House spokesman 
that the associations should lower divi- 
dend rates so they could in turn reduce 
mortgage rates and stimulate construc- 
tion; a bill to provide for federal char- 
tering of mutual savings banks; and a 
proposal that the banks seek legislation 
to provide for insured mutual savings 
affiliates. 

Presidential comments. Some of Pro- 
fessor Edwards’ points were anticipated 
in an earlier speech to the delegates by 
W. O. DuVall outgoing League presi- 
dent, and president of the Atlanta 
Federal Savings and Loan Association, 
Atlanta, Georgia. In respect to the Fed- 
eral Home Loan Bank Board Mr. 
DuVall said that one of its major prob- 
lems is that the work load is simply 
too great. 

“We favor an enlargement of the 
Board from its present three-man com- 
position to five,” he said. “They would 
be appointed by the President with the 
consent of the Senate. Two members 
would be required to have savings and 
loan experience, and the terms of the 
members would be five years instead 
of the present three, with one member- 
ship expiring each year. As at present,” 
he added, “the Board would be bi- 
partisan with no more than three mem- 
bers from one of the major political 
parties.” 

With regard to the FSLIC, Mr. Du- 
Vall said that it has failed to keep pace 
with the industry and to maintain its 
once very favorable comparison with 
the reserve ratio of the Federal Deposit 
Insurance Corporation. 

“While I have every confidence the 
Insurance Corporation can and will 
meet its obligations” he said, “public 
confidence is the ‘keystone’ of our suc- 
cess. If we hope to maintain this con- 
fidence, we must devise means to make 
our Insurance Corporation so strong 
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that there never can be a suggestion 
that it might not be able to meet its 
commitments.” 

Pointing out that the Federal Home 
Loan Bank System is grossly over- 
capitalized, Mr. DuVall said that the 
League’s FSLIC Committee has recom- 
mended that the stock requirement of 
the Bank System be reduced by 1 per 
cent, and that this 1 per cent be in- 
vested in the FSLIC. 

“The enactment of strong but equit- 
able supervisory statutes and the re- 
organization of the FHLB should com- 
mand our best legislative efforts in the 
coming year” Mr. DuVall said. “We 
have an abiding faith in the goodwill 
and the common desire on the part of 
the Board, the Congress, and this indus- 
try to maintain strong and vigorous 
thrift instiutions.” 

Leaders for 1960-61. C. Elwood 
Knapp, president of the Friendship 
Federal Savings and Loan Association, 
Pittsburgh, Pennsylvania, was installed 
as president of the League replacing 
Mr. DuVall; and M. L. Dye, president 
of the First Federal Savings and Loan 
Association Salt Lake City, Utah, was 
named vice president. 

Four others were named to the 
League’s executive committee. They 
are: Arthur J. Brockway, president of 
the New Haven (Connecticut) Savings 
and Loan; Julius W. Anderson, presi- 
dent, Perpetual Building and Loan, 
Anderson, South Carolina; Arthur G. 
Shireman, president, Tower Federal 
Savings and Loan, South Bend, Indi- 
ana; and Lloyd S. Bowles, president, 
Dallas (Texas) Federal Savings and 
Loan. 
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Two New Showplaces 


Two new bank buildings, the Harris 
Trust and Savings Bank, Chicago, IIli- 
nois, and the Liberty National Bank 
and Trust Company, Louisville, Ken- 
tucky, opened for business in October. 

Opening of the Harris Trust struc- 
ture marked a new era in banking for 
the 78-year-old institution, since a 
merger with the Chicago National Bank 
was completed simultaneously. The 
merger culminated 7 months of prepa- 
ration, and boosted Harris Trust’s 
assets to over $900 million, with a total 


work force of 1,700 at the merged bank. 

The new 23-story building, which is 
actually an addition to the Old Harris 
bank building, marks completion of the 
major portion of the bank’s construc- 
tion program. In the new structure, the 
bank occupies the first nine floors, part 
of the tenth, the twenty-third floor, and 
three levels below the street. With the 
exception of the 8th and 9th floors, the 
rest of the building has been leased to 
tenants. 

Three lobbies. Three street level 
lobbies give convenient access to the 
new savings, commercial, and personal 
banking departments. A separate Wom- 
en’s Division is located on the second 
floor. Among notable new security 
features, Harris Trust police officers 
have a battery of closed circuit TV 
screens enabling them to watch several 
areas of the bank from a single control 
point. 

Exterior of the building is stainless 
steel and glass. A distinguishing fea- 
ture is the use of the 11th and 12th 
floors for the building’s air condition- 





Conferences in the round 


ing installation. The equipment has 
been located at the middle of the build- 
ing to reduce the amount of space taken 
up by conduits. At the same time it 
creates a cummerbund effect on the 
building’s exterior. 

The 8th floor is designed for em- 


Building has cummerbund effect 
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THE CHASE MANHATTAN BANK PRESENTS 


A NEW SYMBOL OF GREATER USEFULNESS 


Essentially our new symbol is a single 
unit made up of separate and distinct 
parts. 

This strong, vigorous symbol, with 
its four sections bordering a square 
center, is indicative of our Bank’s 
character and diversity. 

We are many people and many de- 
partments, all working toward a single 
purpose—greater usefulness to busi- 
ness, industry and individuals, 
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In commercial or personal banking, 
trust or international services, we have 
experienced personnel and specialized 
departments to serve our friends at 
home or abroad. 

By our new and distinctive symbol 
we at Chase Manhattan hope to be 
recognized and identified as time goes 
on. But we are well aware that only by 
our works will we be known. 


THE i 
CHASE 
MANHATTAN 
BANK 


CHARTERED IN 1799 


Head Office: New York 15, N. Y. 
Member Federal Deposit Insurance Corporation 


21 





"a MESSAGE 
OF FAITH 


Life without faith would be like an empty shell. 
It is faith, and faith alone, that fills our lives 
with meaning and makes our lives 
worth living. Every noble thought we think, every 
kindly deed we do, is an act of 
faith in ourselves and in our fellow men. We 
have faith in the love of our parents, the 
affection of our children, the devotion of our 
friends. We have faith that there will be 
a tomorrow as there was a yesterday, 
that dawn will follow darkness, that gladness 
will follow pain. We have faith in 
God’s goodness and mercy, in the ultimate 
purpose of life, in the immortality 
of our soul. And so, in this season of 
faith, with its joy and happiness and high 
hope for the future, we send this wish 


te all our friends everywhere... 


Merry Christmas, Happy New Year 


TERS | 
NATIONAL BANK ‘ 
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Member Federal Deposit Insurance Corporation 
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ployees’ comfort and convenience, and 
contains a large dining room which 
features floor-to-ceiling walls of glass. 
There is also an auditorium which seats 
200 for departmental meetings, and 
special training rooms for such things 
as speed reading classes. 

Round room. An unusual circular con- 
ference room is located on the 4th floor. 
The room is reserved for the invest- 
ment, auditing, and comptroller’s de- 
partments and contains a round table 
which is topped by Tavertine marble. 

The new addition was five years in 
the planning stage, and actual construc- 
tion took three years. 

A two-week open house marked the 
opening of the new main office of the 
Liberty National Bank and Trust Com- 
pany in Louisville, with approximately 
50,000 people visiting the facility dur- 
ing that period. 

Light and color are the main themes 
of the new structure. Its glass front 
rises five stories, and faces a formal 
garden which adds to the idea of spa- 
ciousness. The colorful character of the 
building is emphasized by the abstract 
sculpture in the garden fountain which 
is called the “Soaring Spirit of Louis- 
ville.” Another touch of color is added 
in the bank’s main lobby by a 10-foot 
mobile which hangs over an unusual 
curved stairway. 

Air doors. Other features include the 
use of air doors; an arcade for pedes- 
trians; wall-to-wall carpeting in the 
main banking room; and a _ 20-foot 
ceramic tile map of Kentucky which is 
located in the foyer of the main lobby. 

Basic construction of the building 
consists of concrete, steel, and brick. 
Other materials used include aluminum, 
glass, granite, tile, terrazzo, plastics, 
and a variety of woods and wood 
veneers. A drive-in garage on the lower 
floor of the structure has a capacity for 
400 cars during the average day. 

The lower floor has an entrance- 
loggia; elevator foyer; main banking 
room; and pedestrian arcade. The 
second floor contains officers quarters; 
the president’s office; correspondent 
bank department; note and bond tell- 
ers; and the credit department. Teak- 
wood has been used for panelling on 





Abstract fountain adds modern touch to Liberty National building 





both the first and _ second floors. 

Trust activities. The third floor of the 
structure is devoted principally to the 
trust department, and also contains the 
library, mortgage loan, auditing, and 
bank wire departments. Bookkeeping, 
proof and transit, personnel, and the 
main switchboard are housed on the 
fourth floor. The directors’ room; offi- 
cers’ dining room; board chairman’s 
office, and an auditorium are located 





Unusual stairway in main lobby 


on the fifth floor. The business develop- 
ment and advertising departments are 
also housed here. 

An area primarily for employees has 
been reserved on the sixth floor. It con- 
tains a large, pine-panelled lunch room, 
rest rooms, a first aid room, and a size- 
able sun deck. An unusual feature of 
the building is the boiler room which 
is also located on this floor. Both heat- 
ing and cooling systems are operated 
from this area. 
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Citizens National Moves 
Into L.A. Oil District 

A major area of specialization for 
Citizens National Bank, Los Angeles, in- 
volves meeting the unique financial re- 
quirements of the petroleum industry. 
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For years, according to Vice President 
R. L. Hock, who heads up the Oil and 
Gas Division, the bank has been seeking 
suitable quarters to serve more con- 
veniently.Los Angeles’ “oil district,” an 
area of a few square blocks in which 
more than 50 oil companies are head- 
quartered. 

It finally got its chance. When the 
new 22-story Tishman Building opened 
recently at Wilshire Boulevard and 
Flower Street, Citizens had the entire 
street floor., Vice-President Charles 
Phillips, who joined Citizens as a mes- 
senger in 1936, was named manager of 
the Wilshire-Flower Branch, the bank’s 
59th. 

Mr. Hock promptly moved in with the 
entire Oil and Gas Division staff. A 
spot check reveals that he is within a 
five-minute walk of four of the seven 
major oil companies headquartered in 
Los Angeles, 13 large independents, and 
30 to 40 others of a somewhat lesser 
stature. 
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Drive-in Polio Clinie 
Creates Goodwill 


Something new in polio clinics was 
offered the public by the Glendale (Cali- 
fornia) Federal Savings and Loan Asso- 
ciation during a recent drive to halt the 
spread of the disease in Los Angeles 
County. When a polio epidemic was 
feared in the area, health authorities 
asked the association to help in a crash 
program to inoculate residents. 








Association makes a point with its drive-in polio clinic 


Glendale Federal officers responded by 
establishing a clinic in the lobby of their 
institution, and also came up with a 
drive-in polio vaccine clinic where shots 
were given to persons as they sat in 
their cars at the association’s parking 
lot. 

According to. the association, the 
drive-in clinic made medical history. 
Two separate clinics were held and over 
2,300 people received their shots as they 
drove past a team of eight doctors and 
nurses in the parking lot. All told, a 
total of 4,253 polio shots were given 
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both in and outside the building. 
Shown receiving shots in the accom- 
panying picture are from the left: 
Gilmore, Mary and Kathy Webber, and 
Melody and Candy Owens. Nurse Eliza- 
beth Murphy (far right) administered 
the shots, with Dr. Griffith C. Barlow. 
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Two Banks Cooperate 
in Account Numbering 


The age of electronics in banking has 
wiped out to some extent the competi- 
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COMPLETE 


is the word for our new concept of 
financial design service. [_] We can per- 
form any task—from site evaluation to 
multi-story building design. We can 
handle all phases, or work with local 
talent. _] Our answer to your inquiry 
will be prompt, informative—and with- 
out obligation. _] 
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Bank uses twenty TV monitors 


tion that has previously existed between 
various banks. At least it has in Bea- 
trice, Nebraska, where the Beatrice Na- 
tional Bank and the First National Bank 
of Beatrice have been vying for busi- 
ness. 

Both banks pride themselves in offer- 
ing their customers every banking serv- 
ice, and both are housed in attractive, 
modern, and up-to-date quarters. Com- 
petition between the two has always 
been keen, and the favor of banking 
customers is still avidly sought at both 
institutions. 

However, the advent of automation 
has resulted in both banks cooperating 
in preparing their customers for the 
eventual adoption of electronics equip- 
ment. H. R. Deitmeyer, First National 
president, and W. W. Cook, Beatrice 
National president, found that each was 
going to order electronic bookkeeping 
equipment. They realized, however, that 
in order to take full advantage of the 
new machines, each account would have 
to be assigned a new number. More im- 
portant, both realized the importance 
of customer cooperation in using the 
new numbers. 

Thus, they agreed to announce simul- 
taneously through newspaper and radio 
advertisements that: 1. They were plac- 
ing orders for electronic equipment, and 
2. that each account would have to be 
assigned a new number. The two bank- 
ers also agreed to begin their number- 
ing programs immediately, and to make 
every effort to get customers to use the 
new numbers. 

As a result, both banks are realizing a 
return of 95 per cent on numbered items 
from customers, and this has been 
achieved after the new numbers have 
been in effect for a relatively short 
period of only seven months. 

There was still an element of competi- 
tion in the endeavor in that each bank 
tried to do a better job in selling its 
customers on the need and ease of using 
the new account numbers. Employees 
were asked to submit reasons why the 
new numbers would be more advan- 
tageous, and this resulted in a list of 


many good selling points. At the same 
time, it prepared employees for adoption 
of the system. 
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Closed Cireuit TV Plays 
Big Role at Texas Bank 


One of the nation’s largest closed cir- 
cuit television installations for banking 
keeps every teller at Citizens National 
Bank of Lubbock, Texas, as close to the 
accounting records as the TV monitor 
by his window. 

Twenty monitors are installed 
throughout the expanded bank facilities 
to keep the records—filed in a central 
office hundreds of feet away from tel- 
lers’ windows—always at their finger- 
tips. 

Citizens National began its big ex- 
pansion program with a drive-in motor 
bank near the main bank in the down- 
town area. And a new main bank build- 
ing is under construction. 

Big role. Closed circuit television 
played a big role when the financial 
institution was planning these facilities. 
The new central bookkeeping-account- 
ing office is in the basement of the drive- 
in facility far from the tellers who often 
find it necessary—in dealing with cus- 
tomers—to refer to accounts and signa- 
ture cards. 

The General Electric system installed 
at Citizens National is designed to ex- 
pand as needed to keep pace with the 
bank’s ever-growing operation. And 
Citizens National already is planning to 
add to the system with installation of 
new cameras for lobby surveillance in 
its new main bank and in a similar role 
at the motor bank. 

Although hundreds of feet of cable 
and wiring are used in the installation— 
including that going through the tunnel 
—none of it is exposed. 

Four monitors serve eight tellers in 
the drive-in bank above the central 
records area. In this same building an- 
other monitor serves the commercial 
accounts office. 

Teller windows. Thirteen receivers in 
the present bank are used at the teller 
windows and by officials filling other 
functions such as credit, collections, new 


Records kept in central office 
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How A Midwestern Bank 
Reduced Float $100,000 Daily 


Northern Trust Company specialists 
are frequently called upon to assist 
correspondents in reviewing their op- 
erating procedures. Many instances 
can be cited where this assistance has 
resulted in substantial cost reductions 
and improved operating efficiency. 
Recently, for example, a team of 
Northern Trust officers analyzed the 
check handling operations of a Mid- 
western correspondent bank. Their 
recommendations resulted in speeding 
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NORTHERN 


NORTHWEST CORNER 
LASALLE AND MONROE 


check collections and reducing float by 
more than $100,000 daily—a substan- 
tial increase in funds available for the 
bank to invest. Other economies were 
realized at the same time by eliminat- 
ing unnecessary operations and by sim- 
plifying the bookkeeping procedures. 

Would an operations survey help 
your bank? You are invited to discuss 
this service—and other advantages of 
being a Northern Trust correspondent 
—with one of our officers. 
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accounts and personal loans. Two moni- 
tors are installed in the records room 
console. 

- Frank Junell, executive vice president, 
says the closed circuit system enables 
the bank to handle customers much 
more speedily and at the same time to 
give them more efficient service because 
the necessity for reading account figures 
over the telephone is removed. The 
image of the account now is at the 
teller’s side. 

Even more dramatic, according to Mr. 
Junell, is the streamlining of office 
operations. With closed circuit televi- 
sion, the records can be kept in the 
central office. The need for messengers 
to transport them over the office is re- 
moved, and thus the bank has been able 
to expand without adding to its work 
force. 

. — . 


Bank’s Staff Learns 
From Non-Bank Employees 

A different approach to the problem 
of public relations has been adopted for 
employees of the Philadelphia (Pennsyl- 
vania) Savings Fund Society. Utilizing 
the experiences of people outside the 
banking field, the bank conducted a 
training course aimed at showing em- 
ployees how to develop their skills in 
dealing with people. 

The bank arranged for its employees 
to meet voluntarily with a panel of 
speakers which was presided over by 
John Fecunda, a local news commenta- 
tor. The panel included Mrs. Ella 


Waters, director of public relations of 
the Strawbridge & Clothier department 
store; W. A. Carr, Philadelphia manager 
for American Airlines; Miss Betty 
Cogger, senior staff assistant, Bell Tele- 
phone Company of Pennsylvania; and 
William N. Nungesser, associate sponsor 
in Philadelphia of Dale Carnegie & 
Associates. 

In four sessions, employees were told: 
1. How to develop personal charm, and 
to improve dress and grooming. 2. How 
to make and take advantage of oppor- 
tunities to sell bank services. 3. How to 
use the telephone to project a friendly 
and personal image of themselves and 
the bank. 4. How they can become more 
effective employees by recognizing the 
basic needs of all -human beings, and 
letting their bank satisfy those needs. 

The seminar was the culmination of a 
program that started at PSFS last 
spring with a series of indoctrination 
sessions, each conducted for a small 
group of employees who meet and deal 
with the public. 
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Booklet Shows How 
To Publish House Organ 


The Citizens Commercial & Savings 
Bank, Flint, Michigan, has developed a 
booklet which is aimed at producing 
better bank house organs. In a step-by- 
step procedure, the booklet outlines the 
objective of a house organ; its policies, 
and the duties of reporters. 

Also outlined in detail are the respon- 
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Forms help in news gathering 





sibilities of the editor, associate editors; 
the sports editor, and staff photog- 
rapher. In addition the booklet contains 
a valuable list of subjects which can be 
developed into either feature or news 
stories. Forms for reporting happenings 
in and around the bank are included. 

Free copies are available while a very 
limited supply lasts by writing to W. 
Eldon Garner, Community Relations, 
Citizens Commercial & Savings Bank, 
Flint 2, Michigan. 
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Banks Are Cautioned 
on Installment Credit 


A lower volume of instalment credit 
for consumer durables during the third 
quarter has led the Instalment Credit 
Committee of the American Bankers 
Association to caution bankers regard- 
ing extension of this type of credit. 
Banks have been urged to place more 
emphasis on down payments and equity, 
and to exercise credit selectivity appro- 
priate to local situations and the needs 
of individual borrowers. 

The recommendations were based on a 
quarterly report which showed bank 
lending operations in each of the Fed- 
eral Reserve districts throughout the 
country. Banks which participated in the 
study hold 80 per cent of the consumer 
loan volume in the United States. 

A compilation of the report showed: 
1. A lower volume of financing on new 
and used automobiles. 2. Floor plan 
loans to dealers are being liquidated 
satisfactorily. 3. Terms on automobiles 
are being held at 36 months for new 
cars and 24 months for used. 4. Repos- 
sessions are increasing, with average 
losses approximating $300 per automo- 
bile. 5. There is relatively little change 
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in the rate structure, although some 
areas report increases. 6. Home modern- 
ization and personal loan activity con- 
tinues high. 
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“Cracker Barrel Sessions 
Help Bank Employees 


A series of informal employee educa- 
tion programs is currently being held 
at the National City Bank of Cleve- 
land, Ohio, and the bank reports an 
excellent response to the sessions among 
its staff. Purpose of the program is to 
give bank employees an opportunity to 
learn more about the bank, its opera- 
tion, and services. 

The bank has dubbed the series 
“Cracker Barrel Sessions” to impress 
upon the staff the informality of the 
meetings and to let them know that the 
sessions will not be held in a _ school- 
room atmosphere. 

The series started last March with a 
discussion of electronic banking. A 





Informal meetings help staff 


meeting has been held each month. 
Subjects covered include: The Commer- 
cial Bookkeeping Department Story; 
Branch Business Development; Trust 
Services; Personal Budgets; and Em- 
ployee Investments. 

Although attendance is not compul- 
sory, the bank reports that employee 
participation has been excellent. The 
staff is glad to have an opportunity to 
meet and discuss problems of mutual 
interest with an eye toward solving 
them. 

At the latest session on investments, 
the discussion leader listed the various 
types of investments such as insurance, 
savings accounts, and stocks. The dif- 
ference between common stocks and 
bonds were discussed, as also were the 
risks involved in common stock invest- 
ing. This led naturally to a discussion 
of mutual funds and their advantages 
and disadvantages. 

A time is set aside at each meeting 
for employees to ask questions about 
the subject under discussion. The lead- 
ers at each session are people who are 
thoroughly familiar with the topic. 
In the accompanying picture, George 
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HOW SILENT GLOW’S 


iNnleSS INCINERATORS 


SOLVE THE COMMON AND 
UNCOMMON DISPOSAL PROBLEMS 
OF BUSINESS AND INDUSTRY 
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HEAVY-DUTY INCINERATOR 
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Through constant research and de- 
velopment, Silent Glow has produced 
increasingly more efficient inciner- 
ation equipment to solve the serious 
disposal problems. . . commercial, 
industrial, recreational, residential. 
Whatever the requirement, there’s a 
Silent Glow unit to meet the demand. 


Silent Glow’s scientific multiple 
chamber burning reduces trash toa 
fine white ash with complete safety 
... without smoke, odor, or fly-ash 
...and without use of auxiliary fuel! 


Designed especially for complete, 
secure destruction of confidential 
paper information, Silent Glow's 
unique Confidential Paper Destroyer 
(top photo) is used by banks, em- 
bassies, Atomic Energy offices, 
military stations, security-wise 
companies throughout the world. 
Capacities range from 1% to 30 
bushels. 


Bottom illustration shows the design 
of the 300 pound per hour inciner- 
ator at Liberty Island, N.Y., home 
of the Statue of Liberty. This unit 
features ‘‘no-chimney” design, effi- 
cient ‘‘no-smoke”’ operation. 





For recommendations on any special 
disposal problems you have, write giving type 


and volume of trash or other kinds of refuse you 


wish to destroy. And request detailed 
literature on our incineration equipment. 
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Garnsey (left) and Phil Lutz of the 
Methods and Procedures Department 
are shown while preparing their mate- 
rial for the premiere session on elec- 
tronic banking. 


The VBA points out that bankers in 
the Middle Atlantic States are particu- 
larly vulnerable to bad check artists be- 
cause the coastal area is a happy hunt- 
ing ground for the “gypsy type” now on 
his way South for the Winter. Virginia 
bankers have long been aware of this 
threat, and have decided to share their 
experiences with retail merchants, since 
many are now active in the check cash- 
ing field. 

Highly flexible programs are planned, 
and some will involve cooperation with 
U.S. Treasury agents and the Federal 
Bureau of Investigation. Officer call 
programs are also planned with special 
emphasis on “do’s” and “don’t’s” in 
proper check cashing techniques with 
customers. 


E. B. Sheffield, chairman of the Com- 
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Virginia Bankers Hold 
Cheek Cashing Clinics 


The Committee on Bank Protection 
and Insurance of the Virginia Bankers 
Association is sponsoring a series of 
Check Cashing Clinics in an attempt 
to stem the tide of bogus checks which 
are passed in the area at this time of 
year. The clinics are being conducted 
on a statewide basis in cooperation with 
various local Retail Merchants Associ- 
ations. 
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WHICH girl belongs to these legs? 


Not Miss Clock-Watcher. She’s been 
standing on a hard floor all day and 
her feet and back are aching—she 

can hardly wait to go home. 


These legs belong to Miss Effi- 
ciency, above, whose boss pro- 
vided her with a HYGIENIC 
FOOT COMFORT MAT. She’s 
been standing all day too, yet 
her work is still accurate and 
efficient at closing time. Even 
her friendly “welcome cus- 
tomer” composure remains 
un 
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combination proper support 
without being mushy—will wear for years 
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mittee on Bank Protection and Insur- 
ance, and vice-president and cashier, 
Bank of Crewe, Virginia, said the pro- 
gram will provide both a public relations 
and community service opportunity for 
Virginia banks. 
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Bank Sponsors 
Young Adult Forum 

Four panel discussions on banking 
and finance for young adults were held 
in Muskegon, Michigan, last month by 


Strictly for the younger set 


the Hackley Union National Bank and 
Trust Company. Entitled “Young Adult 
Banking Forum—1960,” the program 
was restricted to high school students 
in the area, and students attending Mus- 
kegon Community College. 

Subjects for discussion included: 
Money Management for Young Adults; 
Borrowing and Lending; Your Family’s 
Financial Future; and You Should 
Know. Bank employees served as panel 
members, while other members of the 
bank staff gave talks on checking, and 
Savings accounts, personal loans, and 
banking as a career. 
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C & S Bank Launches 
Executive Transfer Service 


A special service for executives who 
have been transferred to Georgia has 
recently been announced by the Citizens 
& Southern National Bank, Atlanta. 
Called Executive Transfer Service, the 
purpose of the project is to aid recent 
transferees in relocating their resi- 
dences in Georgia. 

Executive transfer officers have been 
appointed by the bank in each of the 
11 cities where C & S has branches. 
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Their job will be to help the executive 
find suitable living quarters; to point 
out better areas for home and business 
life; to show them where and how to 
obtain a home mortgage. 

Other helps include making a loan 
for the purchase of a house prior to 
sale of a home in a previous city; 
securing a loan for moving expenses 
prior to reimbursement by employers; 
supplying information on obtaining 
Georgia auto licenses, driving permits, 
and registration and voting require- 
ments; giving information on _ local 
churches and schools; and offering to 
help in obtaining such local services as 
dental, medical, insurance, banking, 
shopping, and transportation. 

Mills B. Lane, Jr., bank president, 
says the new program has been made 
necessary by Georgia’s growing impor- 
tance as the center of business and 
industry in the Southeast, with a re- 
sulting influx of more U.S. companies. 

“We realize a move of this kind 
presents a variety of problems for a 
family,’ Mr. Lane said. “We also 
realize that today’s family is busier 
than ever, and naturally needs help to 
become happily settled.” 
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Commercial Bank Ad 
Group Seeks Members 


The Foundation for Commercial 
Banks, the organization which conducts 
national advertising programs for com- 
mercial banks, has started a drive for 
new members with the publication of a 
pamphlet explaining its aims. 

Entitled “The Foundation for Com- 
mercial Banks—What it is and what 
it can do for you,” the booklet describes 
the history and organizational struc- 
ture of the Foundation, and stresses the 
advantages of a unified advertising 
effort. 

L. M. Schwartz, president of the Citi- 
zens State Bank, Paola, Kansas, and 


Booklet explains ad foundation 
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newly elected chairman of the Founda- 
tion, in commenting on the membership 
drive, said: “It is time bankers invested 
in their own future. The investment 
must be in our Foundation to maintain 
our dominant position in the face of 
vigorous competition.” 

The Foundation was organized in 
1958 to educate the consumer on the 
part banks play in his every day life. 
The Foundation now lists 5,670 mem- 
bers, or 70 per cent of all deposits. 
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Bank of America Milestone 

Opening a four-teller bank branch in 
the mountain town of Bridgeport, Cali- 
fornia, by Bank of America, world’s 


largest, ordinarily would pass virtually 
unnoticed. 

It so happens, however, that the 
branch was not only the bank’s 700th, 
but completed the placement of a Bank 
of America office in every one of Cali- 
fornia’s 58 counties. 

It also became the only bank in all 
of Mono County since the old Bodie 
Bank closed years ago. 

No wonder then that Ben F. Edwards, 
Jr., himself, the bank president’s assist- 
ant—personnel, and a Mono County 
native, traveled fram San Francisco to 
preside at the opening. 

A high point was the dedication, to 
him, of the prize-winning fish caught 
during the Mono County Trout contest. 
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Proper Timing Produces Good Results on Limited Ad Budget 





It’s not hard for a bank to spend fifty 
or sixty thousand dollars on advertis- 
ing. It is a good trick if you can spend 
that much and produce the kind of 
material that the Chicago First or 
Bank of America would well be proud 
to use. And if you can trace big earn- 
ings ... major increases in services to 
that material, you just about have it 
made. 

This is what Peoples National Bank 
and Trust Company in Bay City, Michi- 
gan, is doing. Foresight, a dash of dar- 
ing and the confidence to take the ad- 
vice of a specialist is producing the re- 
sults. 

ITEM: A six month auto loan cam- 
paign staged last year cost the bank 
$8,000. It produced $3,000,000 in new 
car paper in a declining market. 

ITEM: A two-day open house, also 
last year, cost the bank $15,000. But 
it drew 15,000 people and the biggest 
surge of new business in the bank’s 
history. 

ITEM: A $5,000 investment in a 3 
per cent savings campaign produced 
$1,000,000 in deposits—in the face of 
a simultaneous higher rate jump on the 
part of a local savings and loan asso- 
ciation. 

“Seven League Boots” is the con- 
cept the bank uses. Says John Hale, 
vice-president and advertising direc- 
tor of the bank, “. . . our advertising- 
public relations agency spelled out the 
concept to us when we began working 
together on advertising programs a 
couple of years ago. 

Giant steps. “By ‘Seven League Boots’ 
we simply mean that we take giant 


steps. We don’t fritter our dollars away 
on this and that .. . letting our ad 
budget trickle out of our hands a few 
dollars at a time. 

“We spend our dollars in large 
chunks. Put on a good big splash... 
then remain relatively quiet until we 
feel it’s time for us to put on a new 
campaign for the bank. 

“In essence we’re putting on promo- 
tional campaigns . . . not just, as we 
bankers say, ‘advertising.’ 

“Tt’s not a matter of how much we 
spend, but rather how well we spend 
what we have!” 

Newest project on the program for 
Peoples National is a_ hard-hitting 
checking account campaign which is 
aimed at increasing demand deposits 
from two sources: existing “cash only” 
customers and also the general public. 

Biggest yet. Edward W. Bowen, exec- 
utive vice-president of the bank, ex- 
plains it this way: “It’s no under- 
statement to say that this campaign 
will be the biggest yet (and, we hope 
the most successful) that our bank has 
ever conducted. 

“In the newspaper ...on radio... 
on television—in our lobby—we’ll be 
telling people about the advantages of 
a Peoples National checking account. 

“Here at the bank, we’ll tell our story 
to our present customers. 

“For the next several months bank 
tellers will distribute a special full- 
color “folder of the month” to certain 
customers. These certain customers will 
be people who already use our services 

. but who do NOT have checking ac- 
counts. They include people who cash 


their pay checks here, people who buy 
money orders, people who pay utility 
bills in cash, people who pay install- 
ment or real estate loans in cash, people 
who buy savings bonds for cash or who 
cash in savings bonds, people who make 
payments on land contracts at collec- 
tion windows in cash, and select sav- 
ings customers. 

“Like each coordinating mass media 
ad, each folder will be devoted to one 
special advantage of Peoples National 
checking accounts ... and each advan- 
tage will be labeled with a special word 
designed to catch the customer’s eye: 
PRESTIGE, STEPS, TIME, MONEY, 
SAFETY, PROOF. 

Single factor. “Inside, each folder 
points up the single factor or advan- 
tage being emphasized on the cover... 
and summarizes all six benefits of a 
Peoples National checking account. Re- 
produced, full size in each folder, is an 
actual People’s National check. 

“Our objective is to give 10,000 cus- 
tomers, individually, six good reasons 
for opening a checking account with us 

. . upon six specifically spaced occa- 
sions. Reenforced by our mass’ com- 
munication media, the sales message, 
we believe, will be strong enough to 
increase our demand deposits substan- 
tially.” 

A special employee staff newsletter 
distributed to the bank’s 150 employees 
explained and illustrated the newest 
campaign. 

Agency for Peoples National is Les- 
Strang Associates-Advertising, Inc., 
financial public relations and advertis- 
ing agency in Ann Arbor, Michigan. 


Three of the themes used by Bay City bank to promote more checking accounts among customers 


Biggest campaign in bank’s history explains why it is advantageous to have and to use a People’s National checking account 
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‘There’ % no safer ~y to F thur weg money 


.or to send it through the 
mails. *, than with a 


Peoples National checking account. Your signature 
is all it takes to convert a check into cash.. .and, at the same 

time, only your signature will do it. You can step payment on a check 
you have already written, if you wish ... or r you can authorize 

the bank to accept of either h d or wife with a 
joint account. Unsurpassed safety is yours when a pay by check. 
Why not enjoy the peace af mind of complete anfet 

...and pay your bills by check ... the Peoples National wny! 


With a Peoples National ‘Checking Account . 
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You can — hours and hours of time bey you pay your bills by 
check ...the Peoples National way. Right from home you 
can pay ‘all your bills... forget about the site 


Shae <or of using money order Vou ‘ou can even 
its to ype elon a ee by mail, with 
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a goten time ... pay by 


With a Peoples National Checking Account . . 
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Teamwork of Banker Mitchell (right) and Purina Dealer Perritt 
has brought new farm income into the Florence market. 


A 
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“WHEN WE BACKED OUR PURINA DEALER 
WE HELPED THE WHOLE COMMUNITY” 


—says W. H. Mitchell, President, 








The First National Bank, Florence, Alabama 


Five years ago, H. M. Perritt called 
at The First National Bank of 
Florence to discuss his plan to open 
Farm Service and Supply Com- 
pany, Purina Dealership for the 
Tri-City Area. 


The Bank financed the construction 
of buildings on the Dealer’s land 
and aided in the purchase of grind- 
ing and mixing equipment for the 
Check-R-Mix mill. Later, as the 
Dealership grew, the Bank helped 
with the establishment of a grain 
bank and grain-drying service. Op- 
erating capital, available at the 
Bank, has enabled the Dealer to 
help many farmers with credit to 
increase their production. 


With the Bank’s support, Farm 
Service and Supply has developed 
into one of First National’s best cus- 
tomers. The Dealership, with the 
Bank’s aid, has helped Florence 


Area agriculture to higher income. 
This higher farm income has added 
to the business of the Tri-Cities and 
has increased the Bank’s volume. 


In Florence, as in many other cities 
in America, teamwork of the Bank 
and the Purina Dealer has proved 
a community service as well as good 
business. 

ae te er 


The First National Bank of Florence 
makes loans direct to producers of 
milk, meat and eggs in the Florence 
Area. Many of these farmers are cus- 
tomers of Farm Service and Supply 
Company. The Bank has had no losses 
on such loans. The Dealer's service 
to farmers is considered additional 
protection for loans. The Dealer sup- 
plies practical feeding and manage- 
ment information to farm folks and 
his services fill a need that is essen- 
tial to modern livestock and poultry 
production. 


QUALITY 


SERVICE 














PURINA...vouR PARTNER IN SERVING ANIMAL AGRICULTURE 
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Modern Construction Techniques Highlight Bank Buildings 


Large spans of glass, liberal use of aluminum and bold lines embellish new quarters | t 











Westfield, Mass. “V” symbol of Valley National Algiers, La. Vertical panels combined with brick and glass give 
Bank has been incorporated as a support in its modern appearance to the newest branch of the Bank of New 
new Northside branch office. Modern build- Orleans. Name is prominently displayed atop building. Note night 
ing contains over 1,800 feet of floor space depository at right, and wide doen oraehans 








Port Arthur, Tex. Curtain wall construction of porce- Cleveland, Ohio. Newest branch of the Society National 
lain enameled steel was used on the new banking wing Bank features brick and glass construction with attractive 
of the Merchants National Bank. Internal supports lighted main entrance. Building contains 5,400 square feet 
have been constructed so that two additional floors of space, and has drive-in window which is conveniently 


may be added if the future need arises 





Bank Building & pulpanent Corp. 


O’Fallon, Ill. Limestone, face brick, aluminum, and glass are 

combined in the exterior of the new First National Bank build- 

ing. It has been constructed to accommodate a future second 

floor. Other features include two drive-in windows, off-street 
parking lot for customer convenience 


adjacent to parking area in rear of new structure 





Allentown, Pa. Holland Colonial brickwork and In- 
diana limestone were combined in the new addition 
to the First National Bank 19th Street branch. 
Addition blends nicely with original building at 
rear. Enlarged branch has two drive-in windows 








Milwaukie, Ore. Heavy Douglas fir beams and posts, a 
cedar shake roof, and red cedar decking and siding have 
been combined in the Oak Grove branch of the First State 
Bank. Building was designed to blend with surrounding 
residential area. Note extended roof sections for future 
expansion of the branch when necessary 
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Amarillo, Tex. New motor facility of First National Bank 

contains seven teller stations and can accommodate 35 

cars off-street at the same time. Lighted canopy extends 

over entire row of windows which are faced in Texas 

granite and stainless steel. Attractive planter areas are 
located at end of each teller station 
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NOW... THERE ARE 
MARINE MIDLAND 
BANKING OFF 
IN 101 NEW 
STAT 
TOW 


Now, the eleven Marine Midland banks serve 101 
New York State communities through 177 banking offices! 
@ Here's what this means to you: Any Marine Midland 
banker anywhere in New York State can give you 

(in addition to first-class banking service) home-town 
information about 101 cities and towns... put you in 
touch with key local people... and offer you 

guidance on business conditions throughout New York 
State. M Get in touch with your local Marine Midland 
banker. Now, more than ever, he can give you 

"banking service with a big plus." 


MARINE MIDLAND BANKS 


New York State’s first family of home-town banks —11 banks with 177 offices serving 101 communities. 


























The Marine Trust Company of Western New York—Buffalo - The Marine Midland Trust Company of New York—New 
York City - Genesee Valley Union Trust Company—Rochester - Marine Midland Trust Company of Southern New 
York—Binghamton-Elmira - Marine Midland Trust Company of Central New York—Syracuse - Marine Midland Trust 
Company of the Mohawk Valley—Utica - The Northern New York Trust Company—Watertown + Chautauqua 
National Bank of Jamestown—Jamestown - The Manufacturers National Bank of Troy—Troy - The First National 
Bank of Poughkeepsie—Poughkeepsie - Marine Midland Trust Company of Rockland County—Nyack 


Members Federal Deposit Insurance Corporation 





December, 1960 33 








“Mr. Lichtenstein...why did you choose 
_ Bank Building Corporation?” 





Says President GAYLE W. LICHTENSTEIN of the Brentwood 
Bank, Brentwood, Mo.: “There were many reasons, of 
course, but one of the most important was Bank 
Building’s guaranteed cost estimate. We knew where we 
stood before we started, at the earliest possible planning 
stage, before making any major commitment. That’s a 
‘plus’ a banker can really appreciate.” 


Burroughs Clearing House 





“Because you know 


where you stand 


before you start” 


THE GUARANTEED 
COST ESTIMATE— 


another reason why 
more bankers say... 


“Call in Bank Building!” 


When Bank Building Corporation goes to 
work for you, as Mr. Lichtenstein points 
out, you know exactly where you stand 
before you start. At the earliest possible 
planning stage, you get from us, for a 
nominal fee, a complete visualization of 
your project and its components. You also 
get a guaranteed cost estimate that is a 
firm basis for your own planning and 
control...a real “plus” that a banker 
can appreciate. 


Our experience on over 3,600 financial 
projects enables you to avoid the usual wide 
gap between “estimates” and final cost. 


The guaranteed cost estimate is just one 
of the reasons why more bankers choose 
Bank Building. They also know that we 
bring to your project an expert practical 
knowledge of your business and its special 
needs .. . plus a unique concept of “profit 
engineering” that assures maximum oper- 
ating profits from your new quarters. For 
more complete information, write us or 
phone us—there is no obligation. 
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These banks, too, chose Bank Building to 
plan their new quarters. Regardless of size, 
location, or scope of work, it will pay you to 
talk to Bank Building Corporation first. Top 
to bottom: 


Citizens National Bank, Evansville, Ind. 
Lander State Bank, Lander, Wyo. 
Richland Trust Co., Mansfield, O. 


ST. LOUIS 

1130 HAMPTON AVE, 

NEW YORK * CHICAGO 
SAN FRANCISCO * DETROIT 
ATLANTA * AUSTIN 














Joy to the Wor 


The First National Bank 
of Chicago 


Dearborn, Monroe, Clark & Madison Streets ¢ Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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UNDER EASIER MONEY 





Ke-Examinin 





In the light of these 
fluctuations, the au- 
thor suggests invest- 
ment timing moves 
that can pay off 


Investment: Polic 


How can bank portfolio managers take maximum advantage of 
the changed conditions now prevailing in the money market? 


NY major swing in the money 
markets invites re-examination 
of a bank’s investment policy, 

and those bankers who manage their 
institutions’ bond portfolios cannot 
fail to recognize that the present is 
just such a time. 

From the tight money and high in- 
terest rates of a year ago, we now 
have moved toward easier money, 
lower interest rates, and the im- 
proved opportunity for the Treas- 
ury to issue longer-term bonds to 
lengthen the average maturity of 
Government debt. The economic fore- 
casts support the view that this 
trend may continue for some while 
into the future. 

How can a bank’s investment of- 
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By 
A. NEWELL RUMPF 


Vice-President, Harris Trust and 
Savings Bank, Chicago, Illinois 


ficer or investment committee best 
direct the management of investible 
and invested funds to take maximum 
advantage of conditions prevailing 
as of now? This article will make no 
specific recommendations or predic- 
tions, but rather will outline some 
ideas which may assist in formulat- 
ing sound investment policies and 
programs. 

If banking consisted solely of ac- 
cepting deposits and investing the 
proceeds, bond portfolio management 
would be far simpler than it actually 


is. The investment program of a 
commercial bank cannot be operated 
in an economic vacuum that ignores 
other significant influences. Always 
to be taken into consideration are 
factors that limit the banker’s free- 
dom of choice to the practical rather 
than the theoretically ideal. 
Always we face the frustrating 
dilemma of money supply and de- 
mand. When interest rates are high, 
a bank does not have money enough 
both for meeting the needs of its 
borrowing customers and for bolster- 
ing its bond holdings with high-yield 
and relatively long-term Government 
issues. Conversely, when the bank 
has plenty of money for every need, 
bond yields are invariably low and 
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Session of Harris Trust bond portfolio committee, from left: M. D. McMillan, 


assistant vice-president; H. 


H. Hawes, senior vice-president; S. G. 


Harris, Sr., 


chairman of the board; A. N. Rumpf, vice-president and committee chairman; Mary 


Olson, secretary of the committee; R. H. 


Wayne, vice-president; B. W. Sprinkel, 


economist and vice-president 


Mr. Rumpf discusses investment strategy with associates 


the purchase of a too substantial pro- 
portion of long-term maturities could 
lead to an uncomfortable pinch or an 
even more uncomfortable write-down 
when loan demand becomes brisk. 


WELL-HANDLED investment 
program necessarily moves back 

and forth to compensate for these 
changing conditions of demand and 
yield. But besides what is happening 
at the moment, sound judgment guid- 
ing this program must also take into 
account how long and how strongly 
the prevailing trend is likely to con- 
tinue; likewise, when and how sharp- 
ly it will reverse itself. These are 
difficult decisions to make with ac- 
curacy, yet without giving appropri- 
ate weight to these various factors a 
bank cannot expect that its bond 
portfolio will yield optimum results. 
When today’s veteran investment 
officers were apprentice bankers—say 
twenty-five or thirty years ago—it 


was not easy to keep abreast of eco- 
nomic conditions and forecast the 
trends for very far ahead with even 
reasonable assurance of being right. 
Some very large banks maintained 
economists to appraise significant 
statistics and peer around the corner 
into the next quarter or the next 
year. But reliable statistics were few 
and hard for even these specialists to 
come by. Most bankers of necessity 
managed their bond portfolios by a 
combination of experience and rule 
of thumb modified with varying 
amounts of intuition. Looking back 
to those days from the perspective of 
the years that have passed, one can 
only marvel at the success generally 
attained. 

No longer is it necessary to do it 
the hard way. The situation has 
changed radically in the interval. 
Statistics on every aspect of business 
and finance flow profusely from gov- 
ernmental and other authoritative 


sources. Large banks in metropolitan 
centers look to their own economists 
to winnow the pertinent facts from 
this mass of available information 
and interpret the figures into terms 
applicable to their particular institu- 
tions. Many banks in the large cities 
circulate to their correspondent 
banks these facts, figures, and result- 
ant conclusions. 


EANWHILE a wealth of educa- 
tional effort has equipped a 
larger proportion of bank officers to 
make effective use of such economic 
guidance. For example, a graduate of 
the Rutgers, Wisconsin, or other sum- 
mer banking courses is likely to have 
acquired by study the economic back- 
ground to assimilate the factual ma- 
terial supplied him from various 
trustworthy sources, and to possess 
from his bank experience the prac- 
tical know-how to translate this in- 
formation into a currently applicable 
approach to bond investments. 
While this article deals primarily 
with Government obligations, the 
same general considerations obvious- 
ly apply to the handling of a bank’s 
investments in municipal bonds and 
the bonds of those selected corpora- 
tions which have a proper place in 
the portfolio. Unfortunately, port- 
folio management decisions can never 
ignore tax considerations which at 
times outweigh the factors of sound 
judgment. Then, too, each bank has 
its individual pattern of seasonal, 
cyclical fluctuations in loans and de- 
posits which must be anticipated 
through the investment program. 
For example, the Cook County, IIli- 
nois, tax assessment date of April 1 
each year creates a flight of deposits 
to other jurisdictions, and this in 
turn exerts an annual influence on 
bank figures which must be antici- 
pated in selecting bond maturities. 
Fluctuations in economic condi- 
tions necessarily alter the details of 


A segment of the investment department at Harris Trust and Savings Bank in Chicago 
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Resources listed in downward 
order of relative liquidity 


any investment program. However, 
the investment policy itself can best 
be shaped to fit the circumstances of 
the particular bank: types and pro- 
portions of deposits; credit needs of 
its borrowing customers; the econ- 
omy of the community that the bank 
serves; and other facts that bear 
upon its requirements. 

In Harris Trust and Savings Bank 
we utilize a set of percentages de- 
rived from our interpretation of our 
own situation. Familiarly referred to 
in our organization as bogey per- 
centages—from the golf bogey which 
is a figure to excel if possible—these 
serve as a road map to guide our in- 
vestment of bank funds. The figures 
are set by action of the Executive 
Committee and can be changed only 
by formal action of that body. How- 
ever, the bank’s management is per- 
mitted a reasonable latitude in put- 
ting these percentages into effect. 
The important point is that when we 
digress from the approved percent- 
ages, we do so for reasons that we 
consider valid. Also, we know how far 
we have departed from the bogey, and 
for how long we propose to do so. 


HE road map itself is a sheet 
headed “Liquidity Statement and 

Bogey.” The first printed column 
gives the approved percentage for 
each type of asset as a ratio of net 
deposits. Subsequent columns are 
filled in for each time the bogey sheet 
is calculated. These columns show 
the available resources in dollars, in 
actual percentage for the day, and in 
average percentage for the week. 

The liquidity statement sheet (of 
which an example geared to the sit- 
uation of a hypothetical bank of 
$50,000,000 net deposits is shown on 
this page) has numbered lines ar- 
ranged in order of their convertabil- 
ity to cash. These start at the top 
with cash and progress downward 
through less liquid resources. Each 
type of asset is grouped, each group 
is totalled, and cumulative sub-totals 
are also shown so that anyone work- 
ing with the sheet can read off the 
percentage of resources of any given 
degree of liquidity. The most signifi- 
cant lines are those showing: Total 
cash means; total cash means and 
U.S. securities due within one year; 
total assets subject to rediscount or 
quickly available; total other bonds 
due within 12 months; total all other 
bonds and tax warrants; total other 
loans; total other resources; and, to- 
tal resources. 

If the actual percentage opposite 
any of the sub-total lines is less than 

See INVESTMENT POLICY REVIEW—Page 88 
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Convention delegates strike “pay dirt”*°’ 
in wealth of usable suggestions 





EPRA'S GOLD MIME 
Business-Building Ideas 


By 
HARRY V. ODLE 


Editor, Burroughs Clearing House 


OST of the delegates who came 
to Boston last month for the 
45th annual convention of the 

Financial Public Relations Associa- 
tion made the journey with the firm 
notion that they would go back home 
laden with usable ideas. They weren’t 
disappointed. 

The FPRArs this year seemed to 
be particularly intent on picking up 
pointers on how to improve bank 
salesmanship, especially staffwise. 
Many expressed the conviction that 
potential benefits from improved ad- 
vertising and other promotional ef- 
forts were being nullified to a con- 
siderable extent at the actual “point 
of sale” by ineffective follow-through 
on the part of bank personnel. 


Thus there was not even standing 
room at the departmental session 
when James H. Newbury, assistant 
vice-president, Wachovia Bank and 
Trust Company, Winston-Salem, 
North Carolina, described the highly 
successful “multiple selling” program 
in his institution. 

The typical new customer who 
walks into a bank to open, say, a 
checking account, often gets just 
that and nothing more, he noted. 

“But suppose we aren’t satisfied 
with selling just one service... 
suppose we do a little ‘packaging,’ a 
little ‘merchandising,’ Mr. Newbury 
suggested. When that same customer 
comes into the bank, suppose we ap- 
proach it this way: 

“*Mr. Doe, we have three types of 


Suggestion round-up in print, and 
promotion display boards 




















HANDBOOK OF NEW IDEAS 


New Ideas Clinic 


45th Annual Convention 


FINANCIAL PUBLIC RELATIONS ASSOCIATION 
BOSTON, MASSACHUSETTS 


CLINIC LEADERS CONSULTANTS 
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Audience participants swap ideas in small, informal sessions 


accounts in our bank ... our 2-Plan 
Account, our 3-Plan Account, and 
our 4-Plan Account.’ Mr. Doe has to 
ask, ‘What are the 2-Plan, 3-Plan and 
4-Plan Accounts?’ 

“You can reply, ‘Mr. Doe, our 
2-Plan Account is what we call mini- 
mum, convenient banking service. It 
combines our low-cost regular or 
special checking account with our in- 
terest earning savings account... 
3 per cent interest, compounded quar- 
terly.’ And, you add, ‘Mr. Doe, our 
popular 3-Plan Account offers even 
more. It includes our free Save-O- 
Matic service. With the 3-Plan Ac- 
count program, any amount you spe- 
cify is automatically transferred each 
month from your checking account 
and deposited to your savings ac- 
count. 


66 [DUT Mr. Doe, our 4-Plan Account 

is the most popular of all... it 
gives you low-cost checking account 
service, plus your interest earning 
savings account, plus automatic sav- 
ing through Save-O-Matic transfer, 
plus what we consider the biggest 
bargain in banking today ... our safe 
deposit box service. With a low cost, 
private safe deposit box your impor- 
tant papers and valuables get 168 
hours of protection a week for less 
than a dime. It doesn’t seem possible, 
Mr. Doe, but that’s the low cost... 
less than 10 cents a week. Now, Mr. 
Doe, which of these plans appeals 
most to you at this time? Would you 
prefer to start with our popular 
3-Plan Account or would you like the 


December, 1960 


4-Plan Account which offers full 
banking convenience?’ ” 

Given this alternative, the average 
customer will choose either the 3- 
Plan or 4-Plan Account, said Mr. 
Newbury. “But even if he chooses 
the 2-Plan Account you’ve sold two 
services instead of one,” he added, 
“and if he should say he only wants 
a checking account you’ve sold no 
less than you did before. This isn’t 
pressure, it’s simply creative sell- 
ing.” 

Wachovia relies on day-in-and- 
day-out staff selling rather than pe- 
riodic employee contests. In contrast, 
Girard Trust Corn Exchange Bank 
in Philadelphia over the past few 
years has had its best success in sell- 


ing new savings accounts through 
employee new business campaigns. 

According to Vice-President Rob- 
ert H. Wilson, Girard has experi- 
mented with three types of contests 
to find the most productive formula. 
In the first instance, all of the 2,000 
employees were assigned to various 
teams and divisions, and points were 
awarded on a graduated scale. There 
were large awards of bonus points 
for large-balance accounts and there 
were extra point awards of bonus 
points for the best new business pro- 
ducers on each team, for the best 
teams, and for the best divisions. 
Merchandise prizes were given for 
points, and in 12 weeks that cam- 
paign produced 8,000 new savings 
accounts with total opening balances 
of $2.4 million. 


N the second contest at Girard, 

there were no teams. Each em- 
ployee was given the option of enter- 
ing and awards were all in cash: $1 
for each account up to 10, $1.50 for 
each account from 10 to 25, and $2 
for each account over 25, with an 
additional bonus of $50 to each em- 
ployee who produced more than 50 
accounts. This campaign ran for six 
weeks and resulted in 1,400 new ac- 
counts. Some employees earned $200 
or $300, but not a great many par- 
ticipated. 

The bank has just completed still 
another type of campaign for sav- 
ings accounts, in which each branch 
office was designated as a team. Each 
team was given a quota of new ac- 
counts which it would normally be 
expected to produce during the con- 
test period, and awards were based 
upon the number of accounts gar- 
nered in excess of that quota. The 
branch office teams were grouped in 
four divisions, and the winning team 
in each division was the one which 

See BUSINESS-BUILDING IDEAS—Page 90 


President Reed Sass gets 45th annual convention under way 


Han 


FINANCIAL PUBLIC RELATIONS 
ASSOCIATION 
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How one institution is using the program 
to help key personnel, and improve 
the organizational environment 


PSYCHOLOGICAL CONSULTING 
APPLIED TO BANKING 


HERE is a new tool available to 

management today, one that is 

highly specialized and one that 
must be used with skill. New Eng- 
land industry is among the pioneers 
in its use. The tool is psychological 
consulting to management. 

The Merrimack Valley National 
Bank, with nine offices in the com- 
munities of Andover, Georgetown, 
Haverhill, Lawrence, Merrimac, 
Methuen, and North Andover, Mas- 
sachusetts, learned of this applica- 
tion of psychology from business men 
in companies which employed psy- 
chological consultants. In discussing 
the service with these progressive or- 
ganizations, the bank’s management 
felt that it was something that should 
be looked into. The firm of Nordli, 
Wilson Associates was contacted. 
This group of psychologists main- 
tains offices in New York City, Wor- 
cester, Massachusetts, and Westport, 
Connecticut. They offer professional 
consulting services to business and 


Author explains in this article what his program is designed to accomplish for the management 


Dr. Tear discusses merger aftermath problems with President 
W. Haselton (right) and A. Gordon, first vice-president (standing) 
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By 
DR. DANIEL G6. TEAR 


Consulting Psychologist, Nordli, Wilson 
Associates, Worcester, Massachusetts 


industry, to colleges and secondary 
schools, and to individuals. 

From Nordli, Wilson Associates 
it was learned that psychological con- 
sulting in business and industry has 
two major functions: counseling with 
individuals in the management 
group, and studying the organization 
from a psychological point of view. 

Today, many executives recognize 
that the most important asset of an 
organization is its people—especially 
at the management level. The psy- 
chological consultant counsels with 
members of the management group 
on the handling of problems involv- 
ing people—how they feel, how they 
act, how they utilize their abilities. 
He begins by assisting the executive 
to develop his own full potential as 


an administrator and as a person. 

From his work with the execu- 
tives, the psychologist can gain in- 
sight into what they do to and for 
each other—that is, how the inter- 
personal environment influences, and 
is influenced by, the executives. He 
may bring these factors together into 
an inventory of the organization’s 
assets and liabilities by considering 
five questions: 

1. Do members of the company 
have common purposes? Are they 
working toward the same goals? Are 
the goals explicit? Are they real- 
istic? 

2. How willing are individuals to 
serve these common purposes? Do 
the executives follow thinking with 
acting? Is there constructive activity 
or is it left to the other man? Does 
management get things done? 

3. Do the individuals communicate 
effectively? In addition to physical 
means, are the conditions for com- 
munication present? Do men from 


Standardized tests are among the consulting psychologist’s tools. 
Management norms have been developed for several of them 
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The Heart Problem of Mr. **X”’ 


X is a top vice-president. At his desk one day he felt a 
series of sharp pains in his chest. He immediately went to 
his physician who admitted him to the hospital. Extensive 
tests revealed no organic disorder and he was released. In 
subsequent weeks he suffered two more attacks. Heart special- 
ists assured him there was no organic cause and recommended 
that he make use of the consulting psychologist. 


Upon the assurance of the medical specialists that X’s 
attacks were most probably functional, the psychologist sat 
down with X in a developmental relationship. In these sessions 
it was discovered that X had deep concern in three areas: he 
had guilt feelings which, for years, he had repressed; he was 
worried about losing his youth and vigor; he felt extreme 
frustration in his efforts to coordinate his work with an 
uncooperative associate. 


From these concerns he had developed the habit of being 
tense. Finally, his tensions took a form very much like that 
of a heart attack. 


The developmental program took two forms: X gained in- 
sight into his problems and the way he was adjusting to them; 
X also undertook specific training to learn to relax, something 
he hadn’t done for years. The attacks stopped. 


The end result may be summed up in his own words: 
“Formerly, when I was at work I worried that I wasn’t getting 
out enough. When I was on the golf course I felt I should be 
with my family. At home I worried about the problems at 
work. Now I enjoy what I am doing whether it be on the job, 
at home, or on the golf course. I think I am doing better, too. 
You’ll have to ask the president about work, my wife about 


Broadening the Horizons of Mr. **Y” 


Y was working hard in his middle-man management job. He 
was somewhat older than his associates, having recently 
decided to enter the banking profession. Top management 
looked upon him as one of the talented young men who would 
be watched. Yet he did not develop as quickly as might have 
been expected. 


He devoted his attention to those problems which could be 
answered in concrete terms. He shied away from jobs with 
which uncertainty was associated. He worked on immediate 
problems, not looking to the long-range considerations. 


Developmental work took the form of interpretation. The 
results of the diagnostic interview were reviewed with him in 
detail. His level of intellectual capacity was described to him 
as was the way in which he was employing his intelligence. 
The implications of his methods of facing every day problems 
were discussed at length. More time was spent reviewing 
those kinds of activities which provided satisfaction for him 
and the reasons he found satisfaction from these actions were 
discussed, too, 


Y reached out into new areas—and succeeded. His success 
brought him confidence that he could broaden his horizons. 
He became more diverse in application of his talents at work. 
He took on community projects of major importance. His 
value to the bank increased to the point where he was 
awarded the largest salary increase ever given by the bank to 
a person at his level of management. He is rapidly gaining 
skills which will allow him to contribute even further to the 


home, but J] know my golf score is better.” 











bank—and to himself. 





different departments “talk the same 
language”? Do they talk from a 
company or departmental point of 
view? 

4. How adequate is the organiza- 
tional structure? Are executives’ 
functions defined? Are lines of au- 
thority and responsibility determined 
and respected? Are _ individuals 
placed so that they may make the 
greatest contribution to the organi- 
zation as a whole? 

5. How competent are the individ- 
uals? Are they able to make judg- 
ments, initiate action, handle human 
relationships? 

Psychological consulting to man- 
agement was put to use in the Mer- 
rimack Valley National Bank. After 


wa of a Massachusetts bank 


Dr. Tear has extensive interviews with each 
officer candidate or management trainee 
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conferences between top manage- 
ment and the consulting psychologist, 
a long-range program of executive 
development was devised. On the 
basis of these discussions, the psy- 
chologist’s program was to include: 
helping the key personnel to in- 
tegrate and coordinate their activi- 
ties so they would function more 
effectively as a team; helping the 
key personnel to develop their full 
potential as individuals and to use 
their talents effectively; helping to 
evolve an administrative structure 
consistent with individual abilities 
and weaknesses as well as with job 
function. 

The first step in carrying out the 
program was to inventory the human 
assets of management. Psychological 
evaluation of executives was the 
method employed. Starting with the 
top, and continuing on with other 
levels of management, over 30 key 
individuals were interviewed by the 
psychologist. 

Each executive’s evaluation was 
written up in detail, discussing his 
intelligence, emotional make-up, mo- 
tivation, insight into himself and 
other people, human relation skills, 
and his administrative abilities, 
breaking down these aspects of per- 
sonality into understandable factors: 

1. Intelligence: the degree, kind, 
and use of intelligence; ability to 
think objectively and completely; 
imagination; breadth and depth of 
understanding. 

2. Emotional maturity: the ade- 








Other case histories similar to problems worked with at Merrimack Valley National Bank 


quacy of adjustment to every-day 
frustrations; the manner in which 
personal feelings help or hinder each 
individual; the management of feel- 
ings. 

3. Motivation: the needs, goals, 
and drives of the individual; their 
appropriateness in light of his ca- 
pacities and abilities. 

4. Insight: the ability to under- 
stand one’s self and others; the abil- 
ity to act on the basis of one’s in- 
sights. 

5. Skill in human relations: the 
attitudes and interests that play crit- 
ical roles in relating to other people; 
the skills of interacting with others. 

6. Administrative skills: the dy- 
namics of leading others; the ability 
to plan and organize; the skill to 
delegate. 

These specifics were supplemented 
with general recommendations for 
self-development. Then the report 
was discussed confidentially with 
each individual. The evaluation be- 
came the basis for a program of con- 
tinuing, personal and confidential de- 
velopment counseling for each man 
interested in obtaining such help. 

The evaluations have helped the 
executives gain insight into human 
motives and behavior. Individuals are 
developing a more thorough under- 
standing of themselves and others. 
Many find that they now know why 
others approach problems the way 
they do. Also, they are using their 
talents more effectively. As one ex- 

See PSYCHOLOGICAL CONSULTING—Page 93 
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Billions of cruzeiros 


MERCURIAL GROWTH OF BRAZILIAN: BANKS | 


Bion of cuetion 













































































350 350. 
300 300 
250 - | 250 
Total Commercial Bank Deposits ~ Bs 
200 200 
150 3 150 
100 100 
BS Total Loans * 
50 50 
0 0 
1957. -49S2.. 4953. --1954 (1955 ©. 1956 1997: A708. 4907 
Source: Superintendency of Money and Credit 
* Note high ratio of loans to deposits, which is common to Brazilian Banks 














Heavily engaged bank resources are unequal to soaring needs 


BANKING IN BOOMING BRAZIL 7 


Exeellent portrait of a financial system in a rapidly 
growing economy where credit needs are urgent, costly 


ITH Brazil taking the lead in 
the movement for the eco- 
nomic development of Latin 

America, it is an opportune time for 
American bankers to examine briefly 
the prevailing Brazilian commercial 
banking practices and regulations. A 
country with a population nearing 
seventy millions and a territory larg- 
er than the continental United 
States, rich in natural resources and 
enjoying a relatively stable and lib- 
eral political order, is bound to con- 
tinue growing in importance to 
American business interests. 

It is not the purpose of this article 
to “evaluate” individual Brazilian 
banks, many already well known to 
some American banks, but rather to 
give a short description of the Bra- 
zilian banking structure and of how 
the Brazilian banks operate, in order 
that American bankers may have a 
better understanding when dealing 
with them. 
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By 
MICHAEL SIENIAWSKI 


Sao Paulo, Brazil 


Probably there is no major coun- 
try in the world where bank credit 
is so much in demand and its cost is 
so high. This condition, which has 
already prevailed for many years due 
mainly to the chronic undercapital- 
ization of most of Brazilian busi- 
ness, including subsidiaries of for- 
eign companies, with consequent 
heavy dependence on bank credit for 
daily operations, has been aggra- 
vated in recent years as a result of 
rapid industrialization and strong in- 
flation. Banking facilities in Brazil 
today are inadequate for the rapidly 
expanding economy. American busi- 
ness contemplating going to Brazil 
must keep this in mind, especially 
since many American companies 
want to avoid as much as possible 
converting dollars into cruzeiros for 


fear of further possible devaluation 
of the local currency. Banks in Brazil 
cannot often meet the legitimate 
credit needs even of their old clients. 
It is not unusual for large and small 
firms alike to resort to borrowings 
outside of banks at exorbitant rates 
of 2 per cent to 3 per cent per month 
or to such other expensive means as 
“swaps’’. 

The number of banks has been de- 
creasing in recent years. In 1952 
there were 408 banks; in 1954 they 
totalled 380; in 1958 only 296 and 
today the number has been further 
reduced to approximately 280. The 
number of branches, on the other 
hand, has been constantly expanding 
so that these fewer banks presently 
have over 5,000 branches covering 
the entire nation. 

The former large declines in the 
number of banks were due mainly to 
forced closing of doors by many small 
weak institutions, which had their 
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Head office, Banco do Estado de Sao Head office of largest privately 
Paulo, state government controlled, owned bank, the Banco da Lavoura 
and second largest bank in Brazil de Minas Gerais, in Bela Horizonte 


New Sao Paulo headquarters, Bank 
of Brazil, central bank which also 
dominates the commercial bank scene 





Among seven large banks in Brazil that hold over half of the nation’s total deposits 


hey-day in the real estate speculation 
years of 1935/45, so that today Bra- 
zil is rid of most of its weak banks; 
the recent reduction is more the re- 
sult of mergers. Brazilian banking 
authorities have been raising no ob- 
jections so far towards bigger banks 
taking over smaller banks, while at 
the same time they have been issu- 
ing practically no permissions for 
opening of new banks. 

The recent mergers, in addition to 
obvious operational economies and 
greater efficiency in serving the 
growing needs of the clients, have 
also been strongly prompted by the 
need to reach a larger number of 
small and medium depositors scat- 
tered mostly in the smaller cities. It 
is the deposits of these average in- 
dividuals, known as “depositos em 
c/c populares,” which form today the 
bulk of the stable deposits. Business 
deposits, shown on balance sheets as 
“depositos em c/c sem limite,” al- 
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though constituting by far the larg- 
est classification, have been subject 
to wide fluctuations depending on 
availability of credit. 

The spread of branches into the 
fast developing interior is being 
facilitated by existing regulations. 
Banks are permitted to open up to 
ten branches per year in accordance 
with the size of their capital funds. 
The moving of the capital earlier this 
year from Rio de Janeiro to Brasilia 
in the heart of the country will no 
doubt serve as a strong impetus to 
further development of the hinter- 
land. Nearly all large banks are es- 
tablishing branches in Brasilia, but 
it will be quite some time before the 
new capital becomes the nation’s 
financial center, although the Gov- 
ernment’s Bank of Brazil will prob- 
ably complete moving its headquar- 
ters there sometime next year. 

The majority of large banks are 
still controlled by strong groups with 


many other interests. The main ex- 
ceptions, besides Bank of Brazil, are 
Banco do Estado de Sao Paulo and 
Banco de Crédito Real de Minas 
Gerais, the nation’s second and fifth 
largest banks, which are controlled 
by their respective state govern- 
ments. The 50 largest banks, includ- 
ing Bank of Brazil, account for over 
90 per cent of the country’s total 
deposits while the following seven 
banks have over 50 per cent of the 
total deposits: Bank of Brazil, Banco 
do Estado de Sao Paulo, Banco da 
Lavoura de Minas Gerais, Banco 
Nacional de Minas Gerais, Banco de 
Crédito Real de Minas Gerais, Banco 
Mercantil de Sao Paulo and Banco 
Moreira Salles. 

It is generally conceded that Sao 
Paulo and Minas Gerais banks domi- 
nate the Brazilian commercial bank- 
ing picture. Although dollarwise 
their respective capital funds and 
deposits are still small compared to 


45 










; 
- 
‘ 
- 
















Left to right, three adjoining banks in Rio: 
and Banco 
Commercial do Estado de Sao Paulo 


Banco Boavista, Banco da _ Bahia, 








New headquarters for one of 
Brazil’s oldest banks, Banco 
da Bahia, in Salvador, Bahia 


Other prominent Brazilian commercial banking institutions 


American banks, it should not be for- 
gotten that total money in circula- 
tion in Brazil today, despite new 
issues running at a rate of 20 per 
cent to 30 per cent in recent years, 
is only 165 billion cruzeiros or less 
than one billion dollars at the prevail- 
ing free exchange rate of approxi- 
mately 186 cruzeiros to the dollar. 
The newly authorized capital of the 
largest privately owned bank, Banco 
da Lavoura de Minas Gerais, for 
example, is only approximately 12 
million dollars while its deposits total 
130 million dollars. (Incidentally, it 
is the only Brazilian bank which 
maintains permanent resident repre- 
sentatives in New York and Paris). 


ANK OF BRAZIL, established in 
1854, in addition to performing 
most functions of a central bank, is 
by far the country’s leading commer- 
cial bank as well. Numerous projects 
for creation of a purely central bank 
have been periodically studied, but 
it is doubtful that any action will be 
taken in the near future. The im- 
portance of Bank of Brazil as a lend- 
ing institution may be seen from the 
following figures: at last year-end it 
had on its books 214 billion cruzeiros 
or 44 per cent of the total bank loans 
of the country. Its loans to the Gov- 
ernment alone were 70 billion cru- 
zeiros, while those to the private 
sector (industry, commerce and agri- 
culture) amounted to 134 billions as 
against 262 billions on the books of 
all other commercial banks combined. 
As expected, Bank of Brazil also had 
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the lion’s share of the nation’s de- 
posits: 162 billion cruzeiros or 32 
per cent of the total banking deposits 
of 514 billions. The Government con- 
tributed 38 per cent of these de- 
posits, the public 20 per cent, banks 
26 per cent, and legal reserve re- 
quirements of banks on deposit with 
Bank of Brazil amounted to 16 per 
cent. 

Bank of Brazil has almost 26,000 
employees and 435 branches through- 
out Brazil as well as one each in the 
capitals of Argentina, Uruguay and 
Paraguay. Until last year its capital 
was only 200 million cruzeiros, but 
this was recently increased to 1,200 
million cruzeiros, half of the increase 
having been accomplished through 
capitalization of reserves, and the 
balance, still to be done, will be 
through subscription. The Ministry 
of Finance holds 54 per cent of the 
bank’s shares while the balance is in 
the hands of private individuals. 
These individual minority stockhold- 
ers, however, have practically no 
voice in the management and all di- 
rectors are appointed by the Presi- 
dent of Brazil. As a rule, most direc- 
tors are political appointees. An idea 
of the concentration of power in the 
Bank of Brazil, embracing practically 
all economic activities of the country 
might be gained by simple enumera- 
tion of the functional departments 
into which the bank is divided: 
general credit, agricultural and in- 
dustrial credit, foreign exchange, 
foreign trade, rediscount and coloni- 
zation. 


The Government also controls the 
National Economic Development 
Bank, created solely to promote 
Brazil’s economic development; two 
regional development banks, The 
Credit Bank of Amazonia and the 
Bank of the Northeast of Brazil; and 
the National Bank of Cooperative 
Credit, which has the specific func- 
tion of financing cooperative so- 
cieties. Most mortgage credit is 
supplied by governmental “caixas 
econdémicas” or savings banks located 
in practically all communities of im- 
portance. 


UPERVISORY power over the 
banks rests in the Superintend- 
ency of Money and Credit, known as 
Sumoc, which is also the law-formu- 
lating arm of the Ministry of Finance. 
It issues all banking regulations, ex- 
amines the banks’ books periodically 
and makes the banks submit monthly 
detailed statements on specially pre- 
pared forms. Its governing board 
consists of the Minister of Finance 
who acts as chairman; the president 
of the Bank of Brazil who acts as 
vice-chairman; an executive director 
appointed by the President of the Re- 
public who exercises the executive 
power; the president of the Brazilian 
National Bank for Development; and 
the directors of the Foreign Ex- 
change Department, Foreign Trade 
Department and Rediscount Depart- 
ment of the Bank of Brazil. Many 
Brazilian bankers are critical of 
what they term “arbitrary ways” in 
which Sumoc exercises its power. 
Reduced to simple terms, banks to- 
day must keep with Bank of Brazil, 
for account of Sumoc, 14 per cent of 
See BRAZILIAN BANKING—Page 94 


An imported bank phenomenon 


Banco da America of Sao Paulo is 
first with branch drive-in windows 
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Analyzing some of the complex problems 
that are likely to be involved 
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... No Job for Bors 


HE pace of bank mergers con- 
‘hea rapid and may increase 

further as State laws are 
changed to widen merger areas. 
Many new and significant complica- 
tions have arisen which make older 
bank consolidations look like simple 
affairs. While most older mergers 
were largely a matter of exchanging 
stock on a book value basis and of 
rearranging management and direc- 
torships, today many of the consol- 
idations involve payment of premi- 
ums for the bank that is being ac- 
quired. The premium paid is the final 
result of a large number of circum- 
stances, all of which are important 
to the future of the surviving or en- 
larged bank. 

Since the relationship of capital 
funds varies widely, a bank buying 
another usually works out the pre- 
mium it is willing to pay on a basis 
of percentage of the deposits of the 
bank that is to be acquired. Such a 
premium on deposits may work out 
to be a fantastic price paid in per 
share of stock of the bank bought, 
particularly if capital stock is rela- 
tively small. 

There would be even more mergers 
than there are today if many banks 
did not ask premiums ranging from 
6 to 10 per cent of their deposits. 
To pay such a premium often would 
mean a period of ten years before the 
acquiring bank could earn it from 
employment of assets acquired. Banks 
which are bidding for other banks 
today are offering as much as 4 to 5 
per cent premiums, but with reluc- 
tance. 

Quoted market prices for many 


By 
ED TYNG 


New York Correspondent 
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* Retention of valuable key 
personnel from the acquired 
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Despite hurdles, 1,500 mergers 
involving $30 billion in decade 


bank shares are too high to be con- 
sidered reasonable by other merger- 
minded banks not only in relation to 
book value, or capital, surplus and 
undivided profits plus reserves, but 
in relation to the accepted premium 
based upon deposit volume. One of 
the first things a bank seeking an- 
other in such circumstances does is 
to try to find how real the market is 
for stock of a prospective “bride.” 
A few directors, in an inactive mar- 
ket, always can keep such shares 
high. Obviously a realistic merger 
offer, even involving a premium per- 
centage of deposits, could not be 
high enough to be acceptable to stock- 
holders long accustomed to regard a 
fictitious market valuation as real. 


It is important that all terms of a 
bank merger be acceptable to stock- 
holders of both banks. There is al- 
ways the right of appraisal that is 
accorded to shareholders of national 
banks that are being acquired by 
others, and many States similarly 
grant such a right, in some States 
to stockholders of both banks. 

In the preparation of terms for an 
exchange of shares for merger pur- 
poses another complication is the rate 
of payout of earnings in dividends 
by both banks involved. Stockholders 
rarely will be induced to exchange 
their shares on a basis where, after 
the merger, they will receive a small- 
er dollar amount of dividends than 
they previously received, even though 
the merger promises greatly to swell 
the profits of the enlarged bank. This 
makes it difficult for a bank that has, 
say, a 20 per cent dividend payout 
policy to make terms for stock of a 
bank with a 50 per cent payout pol- 
icy, unless policy is equalized or some 
other inducement can be offered that 
will be attractive. 

Still another problem is the atti- 
tude of State banking authorities 
toward the payment of premiums in 
mergers. Some supervisors try to 
limit premiums in mergers up for 
their approval; one State now is re- 
luctant to approve any merger where 
the acquiring bank is paying more 
than 3 per cent of deposits of the 
bank to be acquired. 

One of the paradoxes today is that 
a low-earning bank sometimes is 
worth more to an acquiring institu- 
tion than is one that has developed 
its earnings to a high degree. For 
example an acquiring bank may be 
greatly interested in a bank which 
is located in an area of high indus- 
trialization, yet has no personal loan 

See BANK MERGER PROBLEMS—Page 98 
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Case examples illustrate how these firms 
work with banks and business creditors 


hole of the COMMERCIAL 
COLLECTION AGENCY 


INCE 1936, when I first became 

affliated with the commercial 

credit and collection business, 
there has been a radical change in 
concept toward the matter of past 
due commercial accounts on the part 
of enlightened manufacturers and 
wholesale distributors. The change 
has to do with the separation of both 
methods and concepts regarding con- 
sumer, or retail, collections and com- 
mercial, or wholesale, collections. 

For those not familiar with the 
inner mechanics of collections, the 
essential difference is that on a retail 
level a creditor, such as a store sell- 
ing consumer goods, is usually con- 
cerned with only one aspect of resolv- 
ing the past due account—¢getting the 
money! However, when we think in 
terms of commercial collections, we 
are dealing in complex business rela- 
tionships. The debtor invariably has 
future need for a decent credit stand- 
ing, because his business so greatly 
depends upon it. The creditor, there- 
fore, must not only think in terms of 
“getting his money” at all costs, but, 
if he happens to be in the classifica- 
tion of those whom I consider en- 
lightened, he will most certainly 
want to assist the debtor by trying 
to maintain good will and sound cus- 
tomer relations. 

While the manufacturer or whole- 
saler wants the money he should also 
strive to retain a good business rela- 
tionship which will perhaps allow him 
to sell the customer on a cash basis 
until such time as the customer is 
again solvent. 

Where does the credit manager, 
treasurer or banker fit into this 
scheme? How does it affect them and 
their relationships with their cus- 
tomers? In this age of high competi- 
tion for getting business and build- 
ing accounts, many credit managers, 
bank loan officers and customer rela- 
tions men can be of valuable service 
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By 
BEN BERMAN 


President, Guardian Credit Company, 
Los Angeles, California 


if they correctly instruct creditor 
firms when and how to use a commer- 
cial collection agency. 

Today’s modern commercial collec- 
tion agency offers a service which is 
not only within the bounds of sound 
business practice, but a service which 
keeps alive the spirit of good public 
relations through good human rela- 
tions. Now bear in mind that I am 
not talking about the usual routine 
of Letter #1 followed by Letter #2 
followed by Letter #3 followed by a 
drastic final threat of further “ac- 
tion.” I am referring to a modern, 
“person-to-person” type personal ad- 
justment service. 

Because modern commerce becomes 
more and more specialized, we are 
experiencing greater cohesion be- 
tween members of particular indus- 
tries. This is why it is important 
for manufacturers, distributors and 


wholesalers to always “put their best 
foot forward” when dealing with cus- 
tomers past, present and future. 

For example, let us take a hypo- 
thetical case dealing with the gift in- 
dustry. Everyone in that industry 
knows everyone else through either 
personal contact in trade associa- 
tions, trade shows or by reputation 
and trade journals. As a consequence, 
when Manufacturer “A” finds that 
8-7 per cent of his accounts are past 
due, beyond the point where the cred- 
it department has the time or the 
tools properly to effect recovery, 
much thought must be given to the 
manner in which recovery is at- 
tempted. Perhaps the trouble with 
some customers is temporary as op- 
posed to possible bankruptcy. A cred- 
it manager cannot justify spending 
too much time to find out; his efforts 
are usually better spent elsewhere. 
And, routine following or improper 
collection pressure may cause the cus- 
tomer to take offense. This may lead 
to unfavorable comment about the 
creditor company Within the trade. 
This sounds insignificant perhaps, 
but many a retail outlet or secondary 
manufacturer has poisoned the air 
towards a particular manufacturer 
because of improper handling of col- 
lection problems. This is human na- 
ture. The competitive edge is slim 
enough without the creditor com- 
pany having general industry dis- 
favor because some customer has 
spread the word that it is not a good 
company with which to do business. 

This is the area where the special- 
ized commercial collection process 
can take over. For after all, the mod- 
ern collection agency is devoting its 
full time and experience to the prob- 
lems of recovering past due accounts, 
and the techniques employed are usu- 
ally designed to (1) get the money; 
and (2) keep the good reputation of 

See COMMERCIAL COLLECTIONS—Page 96 
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WASHINGTON VIEWPOINT 








“Short-Terms Usually” 


The remark circulated in financial 
circles here, that as President, Mr. 
Kennedy may seek to influence the 
policies of the Federal Reserve Sys- 
tem more than his predecessor, may 
have some merit, for Mr. Eisenhower 
sought to influence the Reserve’s 
policies hardly at all. One remark, 
playfully offered, suggested that the 
new President could even try what 
Jackson did to the first United States 
Bank. 

It was only a few years ago that 
the Treasury did hold the Federal 
Reserve pretty much under its thumb, 
a holdover condition from the financ- 
ing necessities of World War II. The 
wartime rate on Treasury bills was 
34 of 1 per cent, which made them 
the equivalent of cash; so the way 
the Reserve System regulated the 
country’s money supply was by buy- 
ing or selling bills in the open money 
market. It was practically an as- 
sured dollar-for-dollar market. 

Fixing the price of bills had the 
practical effect of severely limiting 
the range of rate changes on other 
Government securities—the certifi- 
cates and notes—but the fixed price 
of bills contributed greatly to the 
mechanical ease of open market oper- 
ations. Accordingly, when the other 


By JOHN DONOGHUE 
Washington Correspondent 


Board’s public relations department 
explained that “‘bills-only” was never 
a hard-and-fast rule, and that “short- 
terms usually” would be more apt for 
future reference. 

Meanwhile, the Treasury was de- 
signing another operation in the 
area of advance refunding of public 
debt issues. There are about $750 
million of Series F and G Savings 
Bonds, issued in 1949 and due to ma- 
ture in 1961. Holders of these bonds 
were invited to trade them in at face 
value (with some interest and other 
adjustments) for 4 per cent Treasury 
Bonds of 1969—a series of which 
$1,276 million are already outstand- 
ing. 

The general idea is to make an at- 
tractive offer so as to lengthen, wher- 
ever possible, the maturity of the 
public debt. As Undersecretary Ju- 
lian B. Baird remarks, “As every 
day passes, the debt gets one day 
shorter.”” This operation is a highly 
complex one, since each month’s 
original issue of the F and G bonds 
has a different exchange value. 

Put in its simplest terms, the ex- 
change values were set so that each 
holder will receive 1 per cent more 
than the exchange value up to the 
maturity date of their traded-in 
bonds, and thereafter approximately 


3.93 per cent until the maturity 
of the 4 per cent-1969 marketable 
bonds. 

The offer was open for subscrip- 
tion during the last week of Novem- 
ber only, but it is still timely to de- 
tail it to show the flexibility of the 
advance refunding technique with a 
banker of Mr. Baird’s skill calling 
the shots. This maneuver is probably 
the final financing move by the Eisen- 
however Administration; thus it is 
appropriate to comment that the 
fiscal reporters of Washington, who 
write and comment upon these in- 
creasingly complex fiscal operations, 
having listened to his patient and 
lucid explanations of them, are a lot 
more sophisticated in matters of 
Treasury financing than when he 
came. 

* . * 


From the “‘Black Hole” 

The Federal Deposit Insurance 
Corporation has unveiled plans for 
its new Washington home, one that 
it calls its own. Fully approved by 
all agencies whose approval is neces- 
sary (and that’s quite a few), the 
designed project is now launched. 
Invitations to bid on the construc- 
tion of the structure are in the hands 
of the contractors, and from here on 





securities began to increase in rate, 
the Federal Reserve Board insisted 
on what became known as a “bills- 
only” policy as an instrument of reg- 
ulating bank reserves through the 
open market. 

Board officials now declare that 
the phrase “bills-only” was invented 
by a headline-writer who was 
cramped for space to name the Sys- 
tem’s rule; yet it made little differ- 
ence for what the Federal Reserve 
followed was in fact a bills-only pol- 
icy. Allan Sproul, former president 
of the Federal Reserve Bank of New 
York, and vice-chairman of the Fed- | 
eral Open Market Committee, told | 
Congress that he felt the more suita- 
ble term for the practice is “bills 
preferably.” 

In late October, during a Treasury 
refunding period, the Federal Re- 
serve made significant shifts in its 
bills-only operation, buying not 
only bills, but a significant volume 
of certificates and notes and even 
some bonds of not-far-distant ma- 





turity. On this occasion, the Reserve 
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me GREATER 6 
GOLDEN / 
TRIANGLE 


WHERE MELLON BANK 
FINANCES A NATION’S 
WORKSHOP 


World-wide recognition has come to the civic 
and cultural renaissance of Pittsburgh’s 
Golden Triangle. But there also is a GREATER 
GOLDEN TRIANGLE which demands recogni- 
tion—a region of vital industrial and economic 7 
growth. From this GREATER GOLDEN | 
TRIANGLE flows most of the nation’s steel and 

coal. It is an area rich in natural resources, 

with a plentiful water supply, ample electric 

power and an abundant work force. It is criss- | 
crossed with an impressive network of water- wo agerdag 

ways, railroads, highwaysandairlines. Here , | | 

you find vast industries in aluminum, oil, clay eT 
and glass, electrical equipment, plastics and A 
chemicals to name a few. There is agriculture, | Lis, 
construction, fabrication and a wide diversity of 7 | : 
manufacturing. And drawn to this GREATER 

GOLDEN TRIANGLE is American enterprise, from 

the one-man business to the industrial giant. & 

Mellon Bank in Pittsburgh, located at the hub of the 

GREATER GOLDEN TRIANGLE, has long been an integral 

part of this industrial strength and activity. 
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Capital Funds more than $298,000,000 
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it is a one-two-three process of get- 
ting the job done. 

There has been little question 
raised as to the need of this 25-year- 
old agency and its ability to finance a 
new home at no cost to the taxpay- 
ers. Bankers who visit the present 
quarters are ushered into officials’ 
suites which are adequately though 
not elaborately furnished, and come 
away with a respectful impression of 
the “front office’ area of the Na- 
tional Press Building offices. What 
they do not see is the dinginess of 
the working areas down those dark 
corridors. 

Nor do visitors often get a view 
of the insides of the adjoining old 
Willard Building, which houses the 
agency’s less glamorous activities. 
Anticipating that its sole tenant, the 
F.D.1.C., would be moving out in 
about 1962, the private ownership 
has little motive to make any outlays 
for maintenance, let alone improve- 
ment. Those who work there call it 
the “Black Hole of Calcutta.” 

Ten years ago, F.D.I.C. directors 
proposed a “Taj Mahal” for the 
emancipation of these slaves, costing 
at that time about $15 million, and 
comparable in beauty with the monu- 
mental home of the Federal Reserve 
Board; the edifice then proposed 
would cost about $23 million today. 
Since there was a feature in the plan 
for a District of Columbia real es- 
tate tax exemption, Congressional 
approval was required. A hearing 
was duly held by the Senate Public 
Works Committee, and that is where 
the phrase Taj Mahal had its birth. 

The structure now under bids is 








ihe 


William Loeffler, F.D.I.C. comptroller, cites features as architect’s sketch is held 
by Neil Greensides, assistant to Chairman Jesse Wolcott (between) 


Plans for new F.D.1.C. headquarters are unveiled to press 


far less ambitious, but it is a “func- 
tional” design fully harmonious with 
other public buildings standing or 
later to be erected in the vicinity— 
which is directly across 17th St. 
from the President’s offices in the 
Executive Building. 

The total cost is estimated at $7% 
million, on top of the $114 million 
already spent leveling the land. It is 
now leased out as a parking lot. The 
new structure will provide interior 
parking for more than 100 cars and 
fall-out protection. Actual workspace 
used by the F.D.I.C. will be space 
for the present force of 350, with 
possibility of expansion up to 600, 








CESCO SPEAKS THE COMMON MACHINE LANGUAGE FLUENTLY... with the 
accent on precision printing. We're ready now to print your MICR checks flaw- 


lessly. For details, call a Y&E or 
Cesco representative. Or write: 
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EB VAWMAN & ERBE, C. . Sheppard Co. Div. 
=@ 44-17 21st Street, Long Island City 1, N. Y. 





the extra space being leased out to 
other agencies until needed. 


4 Sd e 


To Stop Gold Outilow 
ithout Inflation at Home? 


John F. Kennedy’s concept of 
“New Frontiers” with his insistence 
on the stability of the dollar stands 
forth as the most severe test of the 
ingenuity of the new Administra- 
tion. 

His predecessor, Dwight D. Eisen- 
hower, will have left office with a 
record of dollar stability, and with 
machinery at work to slow down the 
transfer to foreign interests of gold 
and liquid dollar balance. The latter 
effort is unpopular with the people 
affected, and it is a question whether 
within the New Frontiers there is 
another more profitable method of 


| cutting down this adverse balance 
of exchange. 


The adverse balance has_ been 
climbing yearly by amounts up to 
$1.0 billion, and for 1959 the deficit 
was an alarming $3.8 billion. In the 


| first two quarters of this year, the 


deficit was drawn down to an annual 
rate of $3.0 billion, which the Inter- 
national Monetary Fund described 
as “encouraging.” 

The first objective, said Frank A. 
Southard, the Executive Director of 
the Fund for the United States, is 
to maintain the confidence of people 
of other countries in the stability 
of the dollar, “the most important 
reserve currency in the world.” 

Another factor is the higher prev- 
alent interest rate in Western Euro- 
pean countries; this has attracted 
investment funds out of the United 
States, and while some adjustments 


Burroughs Clearing House 
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have been made, they were not made 
soon enough. Along the same line, 
there are still foreign exchange re- 
strictions remaining among soft- 
currency countries which are happy 
to see dollars come in and loath to 
see them go out. 

The large outlays for foreign aid 
cause a heavy gold and dollar drain, 
particularly when the amounts are 
outright grants or perhaps loans 
where the goods are purchased in a 
third country. Mr. Eisenhower said 
he believes some of the prosperous 
European countries, which once le- 
gitimately needed aid from the 
United States and Canada, are in a 
position now to assume a larger 
share of this costly activity. 

A revival of the “Buy American” 
slogan is under way. United States 
nationals serving abroad are being 
urged to buy American-made retail 
goods, and the call is going out for 
post exchanges and the like to limit 
their stocks, so far as they can, to 
American goods. 

A particularly unpopular proposal 
is to cut back the number of service, 
Central Intelligence, and other over- 
seas personnel allowed to take their 
families with them. 

These and other factors are given 
as the analysis of the London gold 
market price flurry just before the 
election in the United States. Owners 
of substantial dollar balances, with 
memories running back to 1933, had 
doubts that the “New Frontiers” 
could mean anything but inflation 
and dollar devaluation, and therefore 
an increase in the price of gold in 
terms of dollars. It lasted only a few 
days, with the price reaching $40 an 


ounce, a heavy premium above the 


official price of $35. 

Monetary Fund experts said the 
United States could not unilaterally 
raise the dollar price of gold anyway, 
since it is legally cemented into vari- 
ous treaties entered upon under the 
authority of the Bretton Woods Act. 


° ° a 





Capital Notes 











The action brought by the Wiscon- 
sin Bankers Association in Federal 
District Court here, against the Fed- 
eral Home Loan Bank Board, seeking 
to annul the Board’s regulations of 
1949 instituting Charter N for Fed- 
eral savings and loan associations, 
was thrown out of court by Judge 
Edward A. Tamm. His ground was 
that actualities bear more weight 
than terminologies in determining 
the right to use the word “savings” 
rather than “shares.’”’ However, he 
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upheld the bankers’ standing to sue, 
since they do have a property right 
in the power to conduct a banking 
business. 

7 


The Federal Deposit Insurance 
Corp. stands on its denunciation of 
“link financing.” This is described 
typically as a case where a bank 
makes a business concern a loan at 
the top permissible rate, and re- 
quires the borrower to maintain a 
minimum deposit, whereupon the 
borrower obtains funds from another 
source at a higher rate in order to 


meet the bank’s compensating bal- 
ance requirement. 


4 


The In-Plant Services plan being 
promoted by the American Bankers 
Association is developing a Federal 
supervisory angle. The third portion 
of the plan—the savings-retirement 
feature—permitting the employee to 
withdraw a portion of his retirement 
build-up to meet family emergencies, 
will likely have to be cleared by the 
Federal Reserve Board under its re- 
sponsibility to regulate the use of 
common trust funds. 

















IMPERIAL BANK 


OF CANADA 


Condensed 86th Annual Statement 
October 31, 1960 
ASSETS 
Re POUIONG 5 6 aos xe a oon wR oes $ 174,923,279 
Securities and cal loans................. 297,752,814 
PO TS eae ee eres $ 472,676 093 
an 5 ach we MA ae deeds SAR re 488 743,479 
CRIT, GO OOR 65505 S46 odes v ewes wae 57,330,501 
Ne INOS 6520 oss is ting bree ano Be cane 13,974,119 
Letters of credit and other assets......... 24,981,559 


$1.057,705,751 
SEs 








LIABILITIES 
OIE 6 5 aii eR VewbNe ne cob eha canes $ 970,701,599 
Letters of credit and other liabilities. ...... 30,224,523 
Totalliabilities to the public............. $1,000,926 122 
Capital, rest and undivided profits........ 56,779,629 
$1,057,705,751 
STATEMENT OF EARNINGS 
Profits after making transfers to inner reserves 
and after income taxes $5,200,000..... $ 4,134,135 
PIES cli Dic owesb adic cs Ceecdentsed 2,686,822 
1,447,313 
Undivided profits brought forward........ 1,572,316 
$ 3,019,629 
Transfer to rest account... .......ecee00- 2,000,000 
Balance of undivided profits............. $ 1,019,629 
STATEMENT OF REST 
Balance October 31, 1959. .........0005 $ 40,220,507 
Transfer from undivided profits........... 2,000,000 
Premium on capita! stock subscriptions... . . 99,493 


Balance October 31, 1960.. 


4d. $. PROCTOR, 
President 


ee 


$ 42,320,000 
—— 


H. W. THOMSON, 
General Manager 
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It doesn’t seem likely. Yet if you asked the people 
who really know him — you’d discover that this 
California prospector is a man of high reputation 
and considerable wealth. He has a substantial 
savings account. An assortment of “blue chip” 
securities. And just down the canyon—a small but 
prosperous quicksilver mine. 

Providing credit information in depth is just 
one of the many services offered by Bank of 
America, the bank that knows California. What- 


One Account Covers All California 


ever your correspondent requirements— portfolio 
analysis from our headquarters in San Francisco, 
last minute market reports from the leading trade 
centers of the world, or direct routing of transit 
items on cities in any part of the state—Bank of 
America can assist you. 


For complete correspondent service, write, wire 
or call: Business Relationships—National Division, 
300 Montgomery Street, San Francisco 20 or 650 
South Spring Street, Los Angeles 54. 


BANK OF AMERICA 


NATIONAL TRUST AND SAVINGS ASSOCIATION 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 
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THE PERSONALITY SPOTLIGHT 








Plans for a merger of the Phila- 
delphia National Bank and the Girard 
Trust Corn Exchange Bank, both of 
Philadelphia, Pennsylvania, have been 
announced by the banks’ directors. 
The merger is subject to the approval 
of shareholders of both banks, and 
the approval of Federal authorities. 

The new bank will be called the 
Philadelphia Girard National Bank 
and Trust Company, and will operate 
as a national bank under the charter 
of the Philadelphia National, which 
was organized in 1803. 

Principal officers of the new insti- 
tution will be as follows: Frederic A. 
Potts, president of Philadelphia Na- 
tional, will be chairman and chief 
executive officer; George H. Brown, 
Jr., president of Girard, will be presi- 
dent and chief administrative officer; 
Geoffrey S. Smith, chairman of 
Girard, will be vice-chairman and 
chairman of the executive committee; 
John McDowell, executive vice-presi- 
dent of Philadelphia National, will be 
executive vice-president; and George 
R. Clark, vice-chairman of Girard, will 
be a vice-chairman. 

The merger will result in a bank 
with total resources exceeding $1,750,- 
000,000. Capital and surplus will be 
$150,000,000, and the legal lending 
capacity for any one borrower will 
be $15,000,000. 


5 


In major changes in the adminis- 
tration of the Financial Public Rela- 
tions Association, Chicago, Illinois, 
Vernon Schwaegerle has been ap- 
pointed executive vice-president, and 
Wilson Parfitt has been named exec- 
utive secretary. 

Mr. Schwaegerle takes over the 
post of Preston E. Reed, who retired 
at the association’s 45th annual con- 
vention in Boston, Massachusetts, 
this year. Mr. Reed has been a promi- 





FREDERIC A. POTTS 





GEORGE H. BROWN, JR. 





GEOFFREY 8S. SMITH 


Triumvirate will head activities at newly merged institution 


nent figure in bank advertising and 
public relations circles for many 
years. He joined the Financial Ad- 
vertisers Association (which later be- 
came FPRA) as secretary in 1924. 
Much of the growth and influence of 
the organization since that, time can 
be traced directly to Mr. Reed and 
his policies. 

Mr. Schwaegerle came to FPRA 
from the American Meat Institute, 
also in Chicago, where he was direc- 
tor of advertising, and associate direc- 
tor of public relations. 

The new appointments were an- 
nounced by Jordan Crouch, vice- 
president, First National Bank of 
Nevada, Reno, who was. elected 
FPRA president at the association’s 
Boston meeting. Other officers named 
at the convention are: John P. An- 
derson, vice-president, First National 
Bank of Passaic County, Paterson, 
New Jersey, first vice-president; 
Ernest G. Gearhart, Jr., vice-presi- 
dent, First National Bank of Miami, 
Florida, second vice-president; Har- 
old W. Lewis, vice-president, First 
National Bank of Chicago, Illinois, 
third vice-president; and Robert 
A. Bachle, vice-president, National 


New officers of Financial Public Relations Association for ’61 


From left: Messrs. Bachle, Lewis, Crouch, Anderson, and Gearhart 





December, 1960 





Boulevard Bank of Chicago, treas- 
urer, 
* 


John D. Greco has been named 
vice-president in charge of the First 
New Haven (Connecticut) National 

' Bank’s Opera- 
tions Depart- 
ment. Mr. 
Greco, who has 
been with the 
bank for 20 
years, has been 
in charge of the 
bank’s three Mil- 
ford branch 
offices since 1957. 
He will remain in this capacity until 
the first of the year, when he will 
assume his new duties. 


JOHN D. GRECO 


e 


Several appointments have been an- 
nounced by the Manufacturers Trust 
Company, New York City. David J. 
Barry, who joined the bank in 1936, 
has been named a vice-president in 
the bank’s Security Portfolio Depart- 
ment. Two assistant vice-presidents 
have been named. They are Michael 
J. Nicolais, and Stephen H. Lyons. 

In addition, William F. Hoppe, and 
John A. Collins have been named 
assistant secretaries. The appoint- 
ment of Miss Hazel Boniface as an 
assistant manager brings to 34 the 
number of women officers now work- 
ing at the bank. 


4 


Five promotions have been an- 
nounced at the Framingham (Massa- 
chusetts) National Bank. William E. 
Kelley has been named vice-president 
and cashier, while Robert M. Wasser- 
man has been appointéd vice-presi- 
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dent and will continue as manager of 
the Instalment Loan Department. 
Glenn W. Vorce, Walter H. Taubert, 
and Roland H. Taylor have joined the 
ranks of assistant cashiers. Mr. Vorce 
has also been named as assistant man- 
ager of the Instalment Loan Depart- 
ment, and Mr. Taubert will continue 
as director of market development. 


5 


Two major changes have been an- 
nounced at the Old Kent Bank and 
Trust Company, Grand Rapids, Mich- 
igan. Carl H. Morgenstern has been 
elected chairman of the board to suc- 
ceed George C. Thomson, who retires 
December 31. William J. Schuiling, 
who is currently executive vice-presi- 
dent of the bank, will succeed Mr. 
Morgenstern as president and chief 
executive officer. 


+ 
Allen K. Holt has been appointed 
vice-president in charge of the Inter- 


national Department at the First Na- 
tional Bank, Brownsville, Texas. 


° 


Cornelius D. Howland and Robert 
K. Schell have been appointed vice- 


president in the United States De- 
partment of the Chase Manhattan 
Bank, New York City. Both are 








V/ *or manual sorting 
Y/ \'/ & OUT OF 10 CHOOSE 


Even in the electronic age, 8 out of 
10 of the country’s leading banks 
standardize on Kohlhaas for man- 
ual sorting. Thousands of smaller 
banks, using electronic or standard 
posting equipment, rely heavily on 
inexpensive manual sorting, and 
with them also, Kohlhaas is an 
odds-on favorite. 


Let Kohlhaas simplify your sorting 
problems. See your dealer or write 
for illustrated literature—11 varie- 
ties of Numerical Sorters, 50 varie- 
ties of Alphabetical Sorters. No 
obligation. 


THE Kohbhaas COMPANY 


Founded 1914 
8012 S. CHICAGO AVE., CHICAGO 17 
All phones — BAyport 1-4433 












R. K. SCHELL Cc. D. HOWLAND 


In Chase Manhattan shift 


assigned to the district composed of 
Illinois, Minnesota, Montana, North 
Dakota, South Dakota, and Wiscon- 
sin. Mr. Howland joined the bank in 
1936, and Mr. Schell in 1951. 

In later appointments, Charles E. 
Fiero was named vice-president in 
the bank’s Credit Department. In 
the Trust De- 
partment, Curtis 
G. Callan, John 
E. Tighe, and 
Alfred R. Wors- 
ter were named 
assistant vice- 
presidents. Three 
others, Victor 
J. Culverwell, =~ 
Francis H. CHARLES E. FIERO 
Dunne and Nils B. Gustafson, were 
named assistant treasurers. Bertram 
T. Clayton was named custody officer, 
and Ray L. Walker was appointed 
systems and procedures officer. 

* 






George P. Spiczak has opened a 
management consultant office in 
Phoenix, Arizona, where he will spe- 
cialize in problems for the home im- 
provement loan industry. Mr. Spiczak, 
formerly of Chicago, Illinois, has a 
wide variety of experience in the 
home improvement loan field. He was 
most recently with the Home Fed- 
eral Savings and Loan Association of 
Chicago, where he was vice-president 
in charge of the Home Improvement 
Loan Department. He has also served 
as a member of the F.H.A. Title I 
Advisory Board. 

* 


Vice-president in charge of the 
Instalment Loan Department is the 
new title of Thomas B. Reed, Jr., at 
the Union Trust Company, St. Peters- 
burg, Florida. Mr. Reed has had 21 
years’ experience in the instalment 
loan field, and in his new capacity will 
head a department staff of 23 people. 

. 


A four-man top management team 
has been appointed at the Old Stone 
Bank (Providence Institution for 
Savings) Providence, Rhode Island. 
The senior management group is 
headed by Thomas F. Black, Jr., bank 














president. He will be assisted by 
Bernard H. Ineson, vice-president 
and treasurer; George E. Levine, 
vice-president and secretary; and 
Willis C. Post, vice-president in 
charge of the Mortgage and Real 
Estate Division. 

The bank also revealed several pro- 
motions, including eight assistant 
vice-presidents, four assistant secre- 
taries, and one assistant treasurer. 

Assistant vice-presidents are: Don- 
ald S. Jordan, Roger C. Lambert, 
Frederick N. Palmer, Ernest S. Stone, 
George A. Archer, Stanley J. Daley, 
Anthony W. Rzepiela, and Charles S. 
Sherman. 

Named assistant secretaries are: 
Theodore W. Barnes, Walter E. 
O’Neil, Frederick J. Stephenson, and 
Howard E. Wyman. Thomas F. Soule 
was appointed an assistant treasurer. 
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Francis Bell, Jr., has been named 
president of the Rockingham Na- 
tional Bank, Harrisonburg, Virginia. 
He succeeds C. Grattan Price, who 
after serving as bank president for 
36 years was named chairman of the 
board. 

. 


Six promotions and the addition of 
two new officers have been announced 
by the Sarasota (Florida) Bank and 
Trust Company. Glenn Whitlatch has 
been named comptroller, and Philip 
Nuss was elevated to vice-president 
and cashier. William Matthews was 
advanced to assistant vice-president, 
and three promotions were announced 
in the trust department. They are: 
Ira White, vice-president and senior 
trust officer; Frank Whitsett, vice- 
president and trust officer, and Wil- 
liam A. Leonard, trust officer. The 
two new officers are George Novac 
and Edward Royal. Both have been 
named assistant cashiers. 

a 
Two major promotions’ have been 


announced at the Crocker-Anglo Na- 
tional Bank, San Francisco, Califor- 





E. J. SCHMITT 


F. P. GALLOT 


Named senior vice-presidents 


nia. F. Paschal Gallot has been pro- 
moted to senior vice-president and 
senior loan officer, and Elwood J. 
Schmitt has been advanced to senior 
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vice-president in charge of the 
national division of the bank’s busi- 
ness development department. In ad- 
dition, James A. Bacigalupi, Jr., for- 
mer administrative assistant to the 
president, has been named a _ vice- 
president at the 1 Montgomery Street 
office. 
° 


James E. Colliflower is now a vice- 
president at the Bank of Commerce, 
Washington, D. C. Mr. Colliflower 
has been a director of the bank since 
1928. 

. 


One of the “senior” officers of the 
First National Bank of Layton, Utah, 
was recently honored by the bank on 
the occasion of his 100th birthday. 
He is David E. Layton, bank presi- 
dent. The bank set aside a “David 
Layton Day” to honor the com- 
munity’s senior citizen, and one of the 
highlights of the day was a testimonial 
presented to Mr. Layton by one of 
his “junior” officers, 8l-year-old Law- 
rence Ellison, who is executive vice- 
president of the bank. 

Mr. Ellison is shown at the left in 
the accompanying photo presenting 
the gift to Mr. Layton. The testi- 
monial was a package of 100 silver 
dollars—one for each year of Mr. 
Layton’s life. 





FIRST IN ARIZONA 


“Ted, First National Bank will tell 
you everything about Arizona.” 





Yes, Arizona’s oldest bank knows 
the state through and through. Send 
for ‘‘Arizona’s Challenge of the 
’°60’s,” a free report giving projec- 
tions on future population, employ- 
ment, bank deposits, income and 
other vital facts. Contact First 
National first and see how we can 
serve you. 

Rp Dev | Pp 
First National Bank 
Phoenix, Arizona 
Alpine 8-7212 
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Gift for “senior” officer 


In making the presentation, Mr. 
Ellison pointed out that Mr. Layton 
has been a director of the bank since 
1933 and has missed only five monthly 
meetings. Mr. Ellison added that be- 
sides having the oldest bank president 
in Utah, the First National has an- 
other distinctive record ... it has had 
only one foreclosure in 55 years. 


_ 


Twenty promotions have been an- 
nounced by the First National Bank 
and Trust Company of Tulsa, Okla- 
homa. J. W. McCarter, and J. L. 
Baker have been named senior vice 
presidents, while C. C. Lawrence, Jr., 
J. C. Wyatt, Jr., and James Meredith 


have been promoted to _ vice-presi- 
dents. 
Named assistant vice-presidents 


and assistant trust officers are: A. J. 
Lanford, O. R. Livesay, D. J. Rubot- 
tom, and R. C. Taylor. Those assum- 
ing the rank of assistant vice-presi- 
dents are: Robert Kirkland, George 
Hauger, J. V. Sanders, Don R. 
Turner, M. J. Budd, R. C. Bray, Lee 
E, Adler, and R. A. Ross. 

Katherine Robb, and Margaret 
Ewing have been appointed assistant 
cashiers, while Murray Stewart be- 
comes a new assistant trust officer. 
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John N. Raleigh, assistant vice- 
president, U.S. National Bank of 
Portland, Oregon, has been named 
director of the technical division of 
NABAC, The Association for Bank 
Audit, Control, and Operation. In his 
new post, Mr. Raleigh will report 
directly to F. Byers Miller, NABAC 


executive director. 
* 


Ralph W. Stoddard, president, 
Bank of Buffalo, New York, has been 
elected president of the Consumer 
Bankers Association at its recent 40th 
annual Convention. Other officers 
named at the meeting are George E, 





Rogers, president, First National 
Bank of Marion, Indiana, first vice- 
president; and G. Stewart Webb, 
assistant vice-president, Union Trust 
Company of Maryland, Baltimore, 
second vice-president. Robert A. 
Fischer was re-elected as executive 
director and treasurer, and Margaret 
E. Goldsmith, continues as secretary. 


+ 


Two new directors and three new 
vice-presidents have been elected at 
the First National Bank of Athol, 
Massachusetts. Stanley L. Holland, 
president of the Union Twist Drill 
Company, and Douglas R. Starrett, 
executive vice-president of the L. S. 
Starrett Company, have been added 
to the board. 

Albert P. Buswick, Allen E. Hast- 
ings, and Sumner L. Morse are the 
new vice-presidents. Mr. Buswick also 
retains his present title of cashier. 
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In major changes at the Citizens 
and Southern National Bank of South 
Carolina, Colum- 
bia, Hugh C. 
Lane has moved 
up from presi- 
dent to chairman 
of the board. 
J. Willis Cantey 
has been named 
president. A vet- 
eran of World 
was $2. ae. 
Cantey has been extremely active in 
civic affairs. He is presently a mem- 
ber of the South Carolina State Ports 
Authority; vice-chairman of the 
South Carolina Radio Free Europe 
Fund; an executive committee mem- 
ber of the Greater Columbia Indus- 
trial Commission; and a member of 
the Columbia Chamber of Commerce 
Committee of One-Hundred. 


J. W. CANTEY 


+ 


Thirteen officers appointments have 
been announced at the Detroit ( Mich- 
igan) Bank and Trust Company. 
Harold P. Carr has been named vice- 
president and cashier. He succeeds 
Gustave A. Wellensick, who has re- 
tired. 

Leah B. Dunham, Constance M. 


Retiree and his successor 


G. A. WELLENSICK 


H. P. CARR 
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Drive-In drives out traffic problem! 


George T. Nelson, Assistant 
Cashier of Central National Bank 
and Trust Company of Des Moines, 
says, “The only way to handle 
the traffic was with a Mosler- 
equipped drive-in facility. We 
thought our new drive-in would 
handle the same number of trans- 
actions as the previous installa- 
tion. Instead, each of the four 
Mosler drive-in windows did the 
same amount of business! The 
four windows handled well over 
5000 customers in December.” 

Says Robert K. Goodwin, 
Chairman of the Board: “The 
basis for our phenomenal growth 
is warm customer relationships. 
Our customers needed the con- 
venience of a drive-in facility, so 
we gave them one.” 


many satisfied customers.” 





E. F. Buckley, President, says, 
“We are most satisfied with 
Mosler equipment. The electri- 
cally operated deposit drawer 
efficiently serves small and large 
cars...even trucks. We used 
Mosler equipment exclusively. 
It’s trouble-free and has won 





“This Mosler walk-up window really surprised 
us. Even though the main bank is just up the 
street, it averaged a transaction every two min- 
utes in the month of December.” 


Problem Solving — A Mosler Specialty 


From the largest bank vaults to 
the smallest safe deposit boxes, 
Mosler design and manufactur- 
ing experience is at your service. 
Write for information on any 
kind of customer convenience and 
protection equipment. 





“The facilities in our Mosler Drive-In Windows 
are so complete that each one is practically a 
branch office in itself. Their ease of operation 
keeps our tellers comfortable and alert.”’ 


The Mosler Safe Company 


December, 1960 


Dept. A-360, 320 Fifth Avenue, New York 1, N. Y. 


Factories, Hamilton, Ohio 
World’s Largest Builder of Safes and Vaults 


In Canada: Mosler-Taylor Safes Ltd., Brampton, Ontario 
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At The Delaware County National Bank, Chester, Pa., Mr. D. E. Megronigle, 


“OUR 15 BURROUGHS ELECTRONIC BOOKKEEPING MACHINES CUT 


The seene: The Delaware County National Bank, Chester, Pa. The equipment: 
15 Burroughs F-4212 Electronic Bookkeeping Machines. The results, in the words 
of Mr. D. E. Megronigle, Vice President and Cashier: “Our 15 Burroughs Electronic 
Bookkeeping Machines cut through heavy posting loads with savings all along the 
line—in time, in expense and in the manual effort and decision-making requirements 
of our operators. The many automatic features of this equipment insure the utmost 
in accuracy and efficiency.”’ 


Next advance, the Burroughs VRC: “With the advent of Burroughs system of 
total automation with hard copy records, combined with true computer techniques and 
capacities, our course became clear—we’ve ordered a Burroughs B251 Visible Record 
Computer System.”’ VRC Reasons: “The VRC will give us command of the most 
advanced electronic methods of sorting and data processing. Its computer capabilities 
will create a depth and range of management information heretofore unavailable. We 
will, of course, take advantage of Burroughs Guaranteed Trade-In Allowance on ovr 
present equipment.”’ 

The Delaware County National Bank is one of many banks helped to ever-increasing levels of accounting efficiency by 


Burroughs advanced equipment. For details, action—and results—call our nearby branch now. Or write to Burroughs 
Corporation, Detroit 32, Michigan. 


Burroughs Clearing House 











Vice President and Cashier, reports: 


HEAVY POSTING LOADS WITH SAVINGS ALL ALONG THE LINE.” 


*“‘Our next step will be 
total automation in its 
fastest, simplest, most 
convenient form — the 
Burroughs B251 Visible 
Record Computer Sys- 
tem, now on order.’’ 


Burroughs and VRC—TM’s 


Burroughs Corporation 
“NEW DIMENSIONS / in electronics and data processing systems” 


December, 1960 








Wagner, O. Charles Brown, James 
W. Little, William J. Luke, James B. 
Lyons, F. James Robinson, Manford 
Shepherd and James Slessor have 
been named assistant cashiers. Assist- 
ant trust officer is the new title for 
A. Dale Dawson, Robert K. Smith, 
and Thomas P. Trathen. 


° 


« 


A new president has been elected 
at the First State Bank of Minneota, 
Minnesota. He is Harris J. Sorensen, 
who had been vice-president and 
cashier of the Wahpeton, North Da- 
kota, National Bank. Mr. Sorensen 
succeeds Arthur E. Schnad, who has 
been named vice-president of the 
First National Bank of Miller, South 
Dakota. All three banks are members 
of the First Service Group of banks 
of First Bank Stock Corporation, 
Minneapolis, Minnesota. 


* 


Karl Hinke, a senior vice-presi- 
dent of the Marine Trust Company 
of Western New 
York, Buffalo, 
has been elected 
a vice-president 


of the Marine 
Midland Corpo- 
ration, which 


also is in Buf- 
falo. In addition 
to his duties as : 
vice-president of KARL HINKE 
the corporation, Mr. Hinke will also 
retain an official position in the Trust 
Company, which is the largest Marine 
Midland bank. 


. 


William W. Hall has been elected 
cashier of Houston (Texas) Bank & 
Trust Company. 


° 


Two major changes in officer per- 
sonnel have been revealed at the Na- 
tional Shawmut Bank of Boston, 
Massachusetts. Horace Schermerhorn 
has been elected chairman of the 
board and chief executive officer, and 
Lawrence H. Martin, who has been 
executive vice-president, has been 
elected to Mr. Schermerhorn’s old 


New chairman and president 


H. SCHERMER- 
HORN 


L. H. MARTIN 
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LEE P. STACK, JR. 





J. F. ROBERT 





W. C. WARNER 


Three receive major promotions at Bankers Trust Company 


post of president. Mr. Martin joined 
Shawmut in 1928, and has been execu- 
tive vice-president since 1956. Mr. 
Schermerhorn joined the bank in 1925 
and has been president since 1956. 


e 


Joseph P. Finnegan has _ been 
elected president of the First Na- 
tional Bank in Yonkers, New York. 
Mr. Finnegan was appointed a direc- 
tor of the bank in 1954, and subse- 
quently served as board secretary. 


od 


Frederick F. Chisholm has been 
appointed vice-president in charge of 
sales at the Mos- 
ler Safe Com- 
pany, Hamilton, 
Ohio. Mr. Chis- 
holm has more 
than 30 years’ 
experience in the 
safe and office 
equipment fields, 
and has_ served 
as president of  F. F. CHISHOLM 
Mosler-Taylor Safes, Ltd., Brampton, 
Ontario, Canada. 





Two appointments have been an- 
nounced at the Provident Institution 
for Savings in Jersey City, New Jer- 
sey. Chester J. Lewandowski has been 
named vice-president, and John E. 
Moore is now an assistant vice-presi- 
dent. 

Mr. Lewandowski joined the Provi- 
dent in 1931 and is presently in charge 
of the Savings Department at the 
main office. Mr. Moore has been with 
the bank since 1935, and is currently 
manager of the Bergen Avenue office. 


. 


Three new vice-presidents have been 
elected at Bankers Trust Company, 
New York City. They are Jean F. 
Robert, Lee P. Stack, Jr., and Walter 
C. Warner. At the same time, the 
bank announced the appointments of 
George R. Montgomery and Edwin 
L. Sibert, Jr., as trust officers. Other 


promotions included the naming of 
William B. Austin, Jr.. Edward A. 
Lesser, Gustav Kreischer, Charles 
Leeds, Ernest Kingdon, and Law- 
rence H. Mills to the bank’s official 
staff. 


Sd 


Four promotions have been an- 
nounced at the Bank of New York, 
New York City. Raymond W. Ham- 
mell has been appointed a vice-presi- 
dent, while assistant vice-president is 
the new title for Robert S. Wads- 
worth. Donald F. Curran has been 
named an assistant secretary, and 
Joseph L. McElroy has been ap- 
pointed a trust officer. 


° 


The new Southern National Bank 
of Houston, Texas, the first na- 
tional bank to 
be chartered in 
the Houston 
downtown area 
in 30 years, 
opened for busi- 
ness in Octo- 
ber. Chairman of 
the new institu- 
tion is Palmer 
Bradley, and 
Winston C. Baber is serving as pres- 
ident of the bank. Other officers of 





Ww. C. BABER 


the institution include A. Harrel 
Blackshear, H. M. Crosswell, Jr., 
and Carl Detering, who are _ vice- 


presidents; Ford Hubbard, Jr., 
assistant vice-president; Marvin Pe- 
terson, cashier; and Bedford F. Hunt- 
er, comptroller. 


° 


Irving Trust Company, New York 
City, has announced the election of 
Benjamin D. Sisson and George B. 
Wemple as vice-presidents. Mr. Sis- 
son, formerly an assistant vice-presi- 
dent, will become head of the bank’s 
Research and Planning Division. Mr. 
Wemple is employed in the same divi- 
sion. 

In addition to these two appoint- 
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NATIONAL 


CHEMICAL, FOR EXAMPLE 


Through the years, National Bank of 
Detroit has done business with almost 
every major chemical concern in the 
Great Lakes area. And we’ve come to 
know a great deal about their special 
business problems. We keep in close 
contact with these companies, as we 
do with all kinds of industries through- 
out the Great Lakes region. Whether 
it’s steel or starch, coal or cosmetics, 
Great Lakes industries can count on 
our up-to-the-minute knowledge and 
understanding of their business 
activities. 

If you plan on doing business in 
the Great Lakes area, why not let 
the experience of Michigan’s leading 
bank help you, too? Just write or call. 


S 


BANK OF DETROIT 


Member Federal Deposit Insurance Corporation 










designed 
to carry a 
full load... 














Insure Security 
for valuable, bulky mail. 


@ Extra Strong Kraft Paper. 


® Generous gummed flap seals 
easily and stays sealed. 


® Sturdy seams for double pro- 
tection. 


Designed to carry a "Full Load," they 
save registry fees, postage ... and 
time too. 


GEA SOC VO $uce. 







1000 University Ave., St. Paul 4, Minn. 
Please send samples of ‘ 
EXPANDING MAILERS. 


an ee ; 
BANK 


ADDRESS ae 
Clip this coupon to your letterhead 















G. B. WEMPLE B. D. SISSON 


Promoted at Irving Trust 


ments, Albert M. Braatz, Walter G. 
Eichler, James V. Tomai, Jr., Curtis 
M. Smith, and Walter J. Watson were 
named assistant vice-presidents. 


5 


John J. Larkin has been appointed 
vice-president in the Bond Admin- 
istration De- , : 
partment of the 






First National 
City Bank of 
New York. Mr. 


Larkin had pre- 
viously been as- 
sociated with the 
Federal Reserve 
Bank of New io 
York for 20 JOHN J. LARKIN 
years. He was assigned to the trading 
desk, and was closely connected with 
open market operations of the Fed- 
eral Reserve System, and with Treas- 
ury finance. 


= 


First Federal Savings and Loan 
Association of New York, New York 
City, has announced the appointment 
of Wesley J. Bahr as senior vice- 
president. Mr. Bahr joined the asso- 
ciation in 1948 as assistant to the 
president, and has also served as 
secretary and as vice-president. 


+ 


Two new vice-presidents and one 














assistant vice-president have been ap- 
| pointed by the St. Landry Bank and 
| Trust Company, Opelousas, Louisi- 
| ana, Assuming vice-presidential du- 
| ties are William L. Tomlinson, and 
| Arthur B. Reed, Jr. The new assistant 
| vice-president is Andrew R. Doss- 
| mann, a. 


e 


The First Union Bank of North 
Carolina, Charlotte, has announced 
two major appointments. Thomas A, 
Brady has been named vice-president 
in charge of operations, and Cleve- 
land D. Whately is now personnel di- 
rector at the bank. Mr. Brady was 
formerly employed at the Bank of 
America for 17 years, and Mr. Whate- 





ly worked in the insurance business in 
a personnel capacity. 


2 





Vice-president and cashier is the 
new title for E. E. Standley at Pacific 
State Bank, Hawthorne, California. 


5 


A promotion and an addition tc 
its staff has been revealed by the 
First National we 

Bank of Wau- 
chula, Florida. 
Clyde C. Wheel- 
er has been 
elected presi- 
dent. He was 
formerly vice- 
president and 
cashier when the 
bank opened for 
business last January. Carl L. Hasty 
has joined the bank and will succeed 
to Mr. Wheeler’s old post. Mr. Hasty 
comes to the bank from the Florida 
National Bank at Vero Beach. 





Cc. C. WHEELER 


¢ 


O. A. Johnson has been elected 
president of the Hamlin Bank and 
Trust Company,. Smethport, Penn- 
sylvania. Robert A. Digel, Sr., was 
named to succeed Mr. Johnson as 
executive vice-president and _ treas- 
urer of the bank. 


e 


In the accompanying picture, C. O. 
W. Stewart (center), deputy chief 
manager of the Hong Kong and 
Shanghai Banking Corporation, Hong 
Kong, and H. C. Peterson (right), 
president of the Hong Kong and 
Shanghai Banking Corporation of 
California, are shown discussing the 
bank’s activities with Albert E. 
Schlesinger, a newly-appointed mem- 
ber of the California subsidiary’s 
board of directors. 


Visitor from Hong Kong 
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TITLE INSURANCE 
AND 


- TRUST COMPANY 


INCORPORATED 1895 
He HOME OFFICE 
2UTH SPRING STREET, LOs ANGELES 54 


A few reasons why a T.I. policy is California’s best 
safeguard for buyers and lenders... 


@ a sound, conservative management. 
m assets of over $75,000,900. smmee 1209 
w complete land records. 


7) aapea room staff of title specialists. Title Insurance and 
w over 66 years of experience. Tru st Cc omp any 


When you need fast, dependable title service, insist on a 

° ° ° HOME OFFICE AND INTER-COUNTY SERVICE 
policy issued by Title Insurance and Trust Company... 435 SOUTH SPRING STREET, LOS ANGELES 54 
offering complete statewide title service with just one local call. MAdison 6-2411 
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San Francisco? [J 
Rome? Oo 
Istanbul? oO 


Tokyo? oO. 
San Francisco? [] 
Hong Kong? [J 







Where in the world — 
are you’? 


Paris? Oo 
Rio de Janeiro? (] 
San Francisco? [] 


Answers: Your score is perfect if each time 
you checked San Francisco—the city world- 
famed for its international atmosphere. 
Here you'll find colorful foreign quarters 
... cosmopolitan restaurants...a polyglot 
population. 

Here, too, is the headquarters of Crocker- 
Anglo National Bank and the center of its 
communications with all corners of the globe, 
smoothing the flow of business for its cus- 
tomers and correspondents.Take transmitting 
funds to foreign lands. For fast, dependable 
delivery, you can arrange to issue your own 
drafts drawn directly on any of our corre- 
spondent banks around the world. 

So when your bank’s money is going 
places, look to Crocker-Anglo. You'll find 
that Crocker-Anglo, like San Francisco, has 
the global outlook. 


Lisbon? 0 
San Francisco? [1] 
Colombo? oO 





San Francisco? [) 
Barcelona? [J 
Valparaiso? [] 





CENTRAL TO THE WEST COAST 


Cabfornias Dldest Mational Bank 


ASSETS OVER $1,750,000,000 
CAPITAL FUNDS OVER $125,000,000 






CROCKER-ANGLO 


NATIONAL 
BAN 4 ADMINISTRATIVE HEADQUARTERS 
1 MONTGOMERY STREET, SAN FRANCISCO 20 
MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Old Lady to Have 
Young Master 


Early next summer, the Bank of 
England’s Governor, C. F. Cobbold, 
will resign and place the Old Lady 
of Threadneedle’s welfare in a young- 
er man’s hands. 

The new governor will be the Earl 
of Cromer, 42, who takes over on 
July 1, 1961. 

He is currently head of the United 
Kingdom Treasury Delegation and 
Economic Minister of the British 
Embassy in Washington, D.C. 


* * * 


**“Bank Rate’? Dips 

The Bank of England’s discount 
rate (Bank Rate) has been reduced 
from 6 to 5% per cent. This reflects 
a general downward movement of 
rates in other world centers. 

On purely internal grounds the 
British authorities might have 
waited longer; but at the recent 
I.M.F. meetings in Washington, 
American spokesmen informally 
stressed that the wide gap between 
interest rates on the two sides of 
the Atlantic was encouraging “hot 
money movements” and embarrassing 
the “Fed” in its cheap money pol- 
icies. 

Western European central banks 
would like nothing more than a re- 
vival of United States business ac- 
tivity and believe that they could 
lose by American unilateral action 
designed to protect the U.S. dollar. 

The gap between American (3% 
per cent) and British interest rates 
is now so wide that the recent cut 
may not be enough. British Govern- 


ment security dealers are already 
talking of a further cut. 

Meanwhile, the British Treasury 
is anxious to emphasize that cheaper 
money does not mean easier money. 
The existing measures of restraint 
(“special deposits” by the commer- 
cial banks at the Bank of England 
and controls on instalment credit 
finance) are being maintained. 


e od a4 


Women Hold Reins 


The better half often receives a 
great deal of good-natured ribbing 
when it comes to figuring out family 
budgets. But in banking, as in busi- 
ness, women are making their mark. 

One of the best examples of this 
distaff trend is to be found at Nor- 
iankatu office of the Kansallis- 
Osake-Pankki, Helsinki, Finland. The 
branch has an all-woman staff and is 
one of the bank’s most efficiently run 
branches. 

The busy office, shown below, rep- 
resents the latest word in modern 
equipment and decor, and is kept in 
high gear by the highly-efficient crew 
at the right. 

They are part of a growing contin- 
gent of female officers and staff 
members at the Kasallis-Osake- 
Pankki. Many of their sex are also 
working as supervisors and directors 
at other branches of the bank. 


° ° ¢ 


**Blooming”’’ Third R 

The Standard Bank of South 
Africa has started its first intensive 
decimalization course for tellers. It 
is expected that by the end of the 


year more than 500 tellers from 
branches throughout the Union will 
have been schooled in the methods 
of handling the new currency at the 
bank’s four training colleges. 

Each of the tellers—all of them ex- 
perienced—will be put through an 
exacting three-day course. They will 
be subjected to practical tests at the 
colleges, where normal working con- 
ditions anticipated as of February 
14, 1961, on, have been simulated in 
all respects. 

Even technically irregular checks, 
vouchers and deposits will be in- 
cluded in these tests. 

Tellers at the more remote country 
branches will not undergo training 
at the colleges, but will be advised 
through training books of the pro- 
cedures to be adopted. However, un- 
der the supervision of their bank 
managers, they too will have to work 
under simulated “D-Day” conditions. 
as part of their training. 


° * ” 


World’s Youngest Savers 

Every baby born between October 
25-31 this year in cities where there 
is a Savings Bank of Rome branch 
received a free savings account of 
Lire 5,000 (about $8). No reserva- 
tions were tied to the gifts which 
were sent to the parents with a let- 
ter of congratulations. 

This was in connection with the 
National Savings Bank Week which 
was celebrated between these dates 
by Italy’s savings banks. 

Special attention was _ directed 
towards the young this year, partic- 
ularly to students and teachers. A 
special pamphlet entitled “The Bet- 


All-woman staff mans one of the most efficient branches in Finnish banking 
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Noriankatu office, Kansallis-Osake-Pankki, Helsinki, Finland 
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Reasons for the well-run activity 
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ter Way,” pointing out the advan- 
tages of saving was sent to the pupils 
and teachers of every primary school 
in the country. 

At the same time, the Savings 
Bank of Rome increased the total of 
its contribution towards monetary 
prizes which are competed for every 
year by promising students in the 
Rome province. The old amount of 
Lire 2,000,000 was increased to Lire 
2,500,000 (or from $3,250 to $4,000). 
There are 270 of these awards, which 
range from $8 to $50. 


Sd ° ° 


English Modernization 


A new managers’ suite has just 
been completed at the Lothbury head 
office of the Westminster Bank, Lon- 
don. This is the first step in the re- 
modeling of the building. 

A special feature of the main man- 
agers’ room is the money market 
dealing boards built into the tops of 
each of the four managers’ desks. 
These boards give push-button pri- 
vate telephone communication to the 
key men at the bill broking houses. 

The installation of direct lines is 
expected to speed money market op- 
erations. 

The four boards also contain pri- 
vate lines to other departments in 
the bank; and there is a comparable 
hookup in the office of the managers’ 
assistant. 

The walls of the managers’ room 
have plaster panels painted in silver 
and flake grey. The lighting is by 
five six-light pendants. The curtains 
at the 15 foot long windows are grey 
and silver damask, the Venetian 


Lothbury office, Westminister Bank 


Speedy phone service 


blinds white, and the carpet an Adam 
design on a red background. 

Other rooms included in the suite 
have been decorated in a similar 
style and include waiting, interview- 
ing and conference rooms. 

Modernization in the banking hall 
includes removal of the grilles from 
the famous horse shoe counter and 
resurfacing of the woodwork. 
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Norwegian Expansion 
Notable gains have been made in 
expanding and diversifying the Nor- 
wegian economy during the past dec- 
ade, according to a bulletin entitled 
“The Economic Position of Norway,” 
by Dean Joseph H. Taggart, director, 
and Dr. Marcus Nadler, research di- 
rector, of the C. J. Devine Institute 
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of Finance of New York University. 

In the coming years, however, the 
NYU study states, Norway will face 
new problems arising out of the oper- 
ations of the two European trade 
blocs, the shortage of investment 
capital, and increased competition in 
the world shipping trade. 

During the past two years, the bul- 
letin continues, the Norwegian econ- 
omy has made a strong recovery fron 
the recession of 1958 and has re- 
corded new high levels of production 
and trade. ; 

This expansion has been spear- 
headed by a rapid increase in foreign 
trade, which plays a vital role in the 
economy. Exports rose by 9 per cent 
in 1959 while the first half of 1960 
witnessed a further increase of 13 
per cent. These gains, together with 
an improvement in the important 
shipping trade and substantial for- 
eign credits, have made it possible 
to finance a steadily increasing vol- 
ume of imports of raw materials and 
capital goods for the expanding in- 
dustries. 

The expansion of exports of goods 
and services has been accompanied 
by rising domestic demand from 
both the private and public sectors. 
As a result, industrial output, which 
had declined in 1958, rose by nearly 
5 per cent in 1959 and a further 7.5 
per cent during the first half of 1960. 

These developments have virtually 
eliminated unemployment and _ idle 
industrial capacity. The strong de- 
mand, together with the practice of 
adjusting wage rates to offset rises 
in the cost of living, has tended to 
create some inflationary pressure. 

Norway, with a per capita national 
product of more than $1,300 in 1959, 
ranks high among the leading West- 
ern European nations in level of eco- 
nomic development. During the past 
decade, however, the rate of growth 
has been slower than that of many 
of the other countries in the area. 
This reflects in part the relatively 
slow growth of the working force 
and the shortage of capital, mineral 
resources, and arable land. 

Foreign capital has played a rela- 
tively minor role in the development 
of Norwegian industry in the post- 
war period. The government is mak- 
ing special efforts to attract foreign 
investors but the competition for 
foreign capital is becoming keener. 
Similarly, Norwegian industries will 
face stronger competition, both at 
home and abroad, as a result of the 
operation of the newly created Euro- 
pean Free Trade Association, of 
which Norway is a member, and of 
the European Common Market. More 
than two-thirds of Norway’s trade is 
carried on with the two trade blocs. 
Moreover, under conditions of vir- 
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sity. tually full employment, it will be 
, the more difficult to stimulate invest- 
face ment without running into the dan- 
per - ger of inflation, which could weaken 
rade the country’s international financial 
nent position. 
nm in On the other hand, the lowering of 
trade barriers within the E.F.T.A. 
bul- will create new opportunity for ex- 
con - panding markets and increasing pro- 
‘ron ductivity, which Norway, with its 
re large power resources and high level 
tion of technical development, should be 
in a good position to exploit. 
ear- <a. Se 
eign 
the British Investment Services 
cent One of the current ways in which 
1960 British banks have been competing 
f 13 with each other is in the provision 
with of special services to look after their 
tant clients’ investments. In the last few 
for- months several banks have announced 
sible what they are doing in this sphere. 
vol- Lloyds Bank attracted considerable 
and attention by getting in with one of 
 in- the first of the 1960 announcements. 
Many of these schemes have in fact 
00ds been available for some time, but 
nied have not been well publicized. Until 
rom recently there was a London Stock * 
ors. Exchange regulation that discour- 
hich aged publicity efforts in this sphere. re ou X en In 
arly As a result of this delay between 
75 the institution of investment serv- 
960. ices and their announcement, there ? 
ally has been considerable uncertainty to 
idle about “who started first.” * 
de- The Commercial Bank of Scotland 
2 of —which merged with the National ; ‘ 
ines Bank of Scotland in 1959 to form the Then there is much that you will 
1 to National Commercial Bank of Scot- want to know. 
e. land—claims to have pioneered such What are Australia’s natural 
onal services in 1957. This claim has the resources? 
959, ring of authenticity, but it may not ; 
est- be the last word on the subject. How will you be served in respect of 
eco- EE eae communications, power, 
past - water and fuel? 
wth European Stocks Gaining 
any World Investors Favor How are Australia’s labour relations, 
rea. European bankers are looking with | what are the conditions governing 
vely greater favor on their Continent’s | wage scales, taxation? 
orce own securities and at the same time | ale AIS ; 5 
eral are investigating investment possi- What vi the law relating to company 
Ses “ ; formation? 
bilities in Japanese industry, fore- | 
ela- shadowing a strong swing away from _ 4 ‘The answers to these and other vital 
ent American issues. : ae questions will be found in a fact-filled 
ost- These were the conclusions drawn booklet “Establishment of Industry 
1ak- from a series of meetings just held in Australia.” Write for a FREE copy 
ign with bankers and investment ceun- today, to:— 
for sellors in England, Germany, Bel- 
ner. gium, Switzerland and Italy, by a conned Chinen ttle 
will management group from Yamaichi AUSTRALIA AND NEW ZEALAND BANK LIMITED 
at Securities Co. 394/396, Collins Street, Melbourne, Australia 
the The Yamaichi team was headed by The Manager 
1ro- Giro Koike, senior managing direc- AUSTRALIA AND NEW ZEALAND BANK LIMITED 
of tor, and Teiichi Ushioda, managing 7 GUngae, Lenten, €. S.2, Cages 
| of director, of the Japanese investment Other bank publications, also free on request, include 
‘ore house. “Investment in Australia”, “Australia’s Continuing Development”, 
e is Mr. Ushioda, who is en route back and “New Zealand's Continuing Development”. 
ocs. to Tokyo, said that German securi- 
vir- ties especially are being purchased by AUSTRALIA AND NEW ZEALAND BANK LIMITED 
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Martins Bank Society of the Arts in action 





Busy head office in Liverpool 


Staff members are equally at home on the stage or at the main banking office 


the Swiss, many of whom already 
are selling American holdings. 

This swing out of U. S. issues is a 
reflection of the growing confidence 
in the Continent’s own industrial pic- 
ture, bolstered by the development 
of the Common Market concept. 


* + e 


Versatile Bankers Put 
On Great Shows 

Martins Bank Magazine recently 
ran a feature story on the highly 
successful performances of Gilbert 
and Sullivan’s “Yeomen of _ the 
Guard” by its Operatic Society. 

The Liverpool headquartered staff 
has a worthy record of successes 
since the Society was formed in 1946. 
Gilbert and Sullivan predominate in 
its repertoire, which has included: 
1947, Trial by Jury; 1948, The Gon- 
doliers; 1949, The Mikado; 1950, 
Merrie England; 1951, The Arca- 
dians; 1952, The Beggars Opera; 
1953, The Geisha; 1955, The Gon- 
doliers; 1956, The Pirates of Pen- 
zance; 1957, The Mikado; 1958, 
Ruddigore; 1959, Iolanthe. 

To give the Society its full title, 


“Martins Bank Society of the Arts,” 
is to create no high sounding im- 
pression. Rather it indicates the wide 
interests and talents that exist 
amongst the staff members. Total 
membership of the Society is about 
230, spread over three sections of the 
Society as follows: 1. Operatic So- 
ciety; 2. Argosy Players (Dramat- 
ic); 3. Arts and Crafts Exhibitions. 

Present production under rehears- 
al by the Operatic Society, which 
consists of 50 singing members, is 
“Trial by Jury,” which, along with 
“H. M. S. Pinafore,” are the next 
full-scale productions. 

The North of England is renowned 
for the quality of its singing, and 
the Martins Bank Operatic Society 
well-warrants this broad reputation. 
It has a real wealth of solo voices in 
all parts from which to select the 
leads, and possesses a well-balanced 
chorus whose attack and tonal con- 
trol would do full justice to many a 
professional production. There is a 
tremendous sense of keenness and 
striving for perfection under the 
musical director, Donald H. Gilroy, 
and the producer, May Collins. 














BANCO INTERNACIONAL DEL PERU 


Founded in 1897 


Capital and Reserves Exceed 
$/90.000.000.00 


We invite you to use our fa- 
cilities for your Collections 
and Letters of Credit. Upon 
request we shall be glad to 
forward by air mail our col- 
lection tariff in English. 


61 Banking Offices in Peru 
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Bank management provides facili- 
ties for evening rehearsals within 
head-office premises. 

A “closed-off’’ doorway in the re- 
hearsal room provides a dramatic 
link with Britain’s darkest days of 
World War II. It was down a chute 
through this specially constructed 
doorway that a large proportion of 
Britain’s gold was secretly trans- 
ferred from the Bank of England in 
London to be held pending shipment 
to Canada for safekeeping. 

At Christmas time, the main lobby, 
shown above, is filled with operatic 
society members and their co-work- 
ers, who sing carvls and excerpts 
from the “Messiah.” 
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Common Market 
Works Miracle 


Italy’s “amazing economic recov- 
ery” during the past few years, 
termed a miracle in financial circles, 
can be attributed to its joining the 
European Common Market, accord- 
ing to Emilio Mayer, representative 
of the Banca Commerciale Italiana 
of Milan. 

“To speak of a miracle seems ap- 
propriate if you consider that from 
1957 to 1959 Italy’s gold and foreign 
exchange reserves rose from $1,350 
million to $3 billion,’ Mr. Mayer 
said. “This is roughly equivalent to 
the reserves held by Britain as bank- 
er for the whole sterling area and is 
exceeded only by the U.S. and Ger- 
many,” he added. 

When Italy first joined the Com- 
mon Market, Mr. Mayer said, many 
economists feared it would be sub- 
merged by the stronger economies of 
other European countries. “After 
some initial misgivings, however, 
Italian business and labor took up 
the challenge and prepared for the 
new competition. Results have been 
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Federal Deposit 


Corporation 


Seasons Greetings from the heart of Chicago’s 
financial district ... where all year long it is our 
business to give you the vital information and 
services you need to conduct your business. 
That’s why our many correspondent banking 
friends use City National as their eyes and ears 
in Chicago. 

Big enough to handle a// correspondent bank- 


Member 


Insurance 
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Your eyes and ears in Chicago... 


ing transactions ... buy and sell . . . portfolio 
advice ... transferal of funds ... transit service 
around the.clock .. . clearings. Small enough to 
provide the personal attention each job needs. 
You always deal with an officer at City National. 

Whenever you need diligent eyes and ears in 


or from Chicago, call on City National. We’d 
like to do business with you. 


€C“riTrw WMWATIONAL BAN K 


AND TRUST COMPANY OF CHICAGO 


208 South La Salle Street « FRanklin 2-7400 





Copyright City National Bank and Trust Company of Chicago, 1960 
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Signs of distinction, in excellent 
taste—from desk name plates to 
building facade letters. The 
impressive creations of U.S. Bronze 
serve the country’s leading banks. 
Yet the cost is modest. Write today 
for catalog and full information. 


UNITED ©. 
Sra ee. *. yo 
Sign Co., Inc. + service, 


Dept, BC, 101 W. 31st St., New York 1, N. Y. 




















NEW ZEALAND 


Over the past 94 years THE 
COMMERCIAL BANK OF AUSTRA- 
LIA LIMITED has gathered a com- 
pletely comprehensive knowledge of 
economic and financial conditions in 
these two greatiy expanding na- 
tions. ; 


More than 800 Offices through- 
out New Zealand and Australia 
provide up to date information on 
the local outlook and offer facilities 
for every type of transaction. 


THE COMMERCIAL BANK 





OF AUSTRALIA LIMITED 


FOUNDED 


1866 





Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA, 


Chief New Zealand Office: 
328-330 Lambton Quay, 








WELLINGTON. 
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| surprisingly good,” he reflected. 
| Mr. Mayer compared Italy’s econ- 
| omy and foreign trade with that of 
South America, because, he said, 
businessmen of the Southwest are 
used to thinking of trade “south of 
the border.” 

Although South America’s popula- 
tion is twice that of Italy, and geo- 
graphically it is many times as large, 
the level of Italy’s industrialization 
is much more advanced, he said. 

Italy’s steel production is about 
three times as high as the total for 
South America, autos in circulation 
in Italy exceed those in South Amer- 
ica, while the number of telephones 
is approximately the same, he said. 


° « ° 


London Exchange Revamps 
Stockbrokers’ Commission 

Commission charges on the trans- 
fer of stock in the London Stock Ex- 
change are being rescaled. 

The new scale amounts to 1144 per 
cent of the money involved. It re- 
places a system with 16 or 17 differ- 
ent rates per share. 

The end result will not be too dif- 
ferent. The new scale was first tried 
|}out in theory on a number of dif- 
'ferent houses dealing with various 
businesses. It was found that it pro- 
vided only minor variations. 
| The main practical difference will 
| be for purchasers of very low-priced 
shares. Under the old system com- 
mission charges for them could range 
up to about 234 per cent. 
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Dutch Bank Unveils 
New Head Office Plans 

The Dutch central bank, De Neder- 
landsche Bank, will soon move its 
headquarters from the very center of 
Amsterdam to an ultra-modern build- 
ing elsewhere in the city. It currently 
is located in a row of 18th century 
mansions. 

The new building will have mov- 








Proposed head office of De Nederlandsche Bank, Amsterdam 


Represents a step forward for Dutch banking design 


able walls, a very modern and effi- 
cient elevator system, and air-condi- 
tioning. A closed circuit television 
system is also being considered. 
There will be 212,000 cubic meters 
of floor space and the building will 
accommodate 1,200 persons. 

The accompanying sketch shows 
the one-story office part and the 
tower. The lower part will house the 
cash, banknotes and foreign ex- 
change departments, as well as the 
managerial offices. The tower will 
house the economic and administra- 
tive bureaus. 


° ° ° 


Nigerian Banking 
Makes Headway 


In their first year, Central Bank 
of Nigeria’s directors report that 
things have gone very smoothly. 
From the outset it was the policy of 
the board to strive, almost exclusive- 
ly, for the employment of Nigerian 
personnel to staff the new institution. 

By March 31, 1960, the Bank had 
taken over almost all of the Federal 
Government’s banking accounts in 
Lagos and also opened an account for 
one of the Regional Governments. 
The Bank also had accounts with 
most of the commercial banks. 

The first annual report of the 
bank reviews the progress achieved 
in introducing the new Nigerian cur- 
rency and states that the results to 
date have been most satisfactory. 
Virtually all of the West African 
Currency Board notes which had 
been in circulation in Nigeria have 
been exchanged for the new Nigerian 
notes. In addition, a _ substantial 
amount of the Currency Board’s shill- 
ings have been exchanged for the 
new shillings. 

Due to the magnitude of the task 
of minting the large quantity of coin 
required (1,066 million pieces) the 
replacement of the coin will neces- 
sarily be more gradual than the re- 
placement of the notes. In addition 
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Correspondent Services 
at Philadelphia’s Key Bank 


Things happen fast at Provident all regular and special correspondent 
Tradesmens. What’s more, our expe- areas that interest you. Move into 
rience in every banking field goes to action now on your Philadelphia cor- 
work with a basic understanding of respondent situation! 


PHILADELPHIA’S KEY BANK 


PROVIDENT TRADESMENS 


Bank and Trust Company 


Main Office: Broad and Chestnut Streets, Philadetphia 10, Pa. 


Member Federal Deposit Insurance Corporation « Member Federal Reserve System 
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CHUBB & SON’S LOCK AND SAFE COMPANY LIMITED 
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THE | 
IMPRESSIVE 
FACE OF 
SECURITY 
TODAY 


VAULT DOORS 


Please write for details 


14-22 TOTTENHAM ST., TOTTENHAM COURT RD., LONDON, W.I 
577 OXFORD STREET, TORONTO 14, ONTARIO, CANADA 





to the new one shilling pieces, the 
issue of the new penny has com- 
menced and soon the new three-pence 
will begin to be issued. 
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Well-Rounded House Organ 

Variety, in both ideas and content, 
seems to be the main objective of 
Provincia, the excellent membership 
journal of the Associacao dos Fun- 





Covers bank’s activities 


cionarios do Banco da Provincia do 
Rio Grande do Sul, Porto Alegre, 
Brazil. 

In one of the latest issues, the 32- 
page version shown above, for exam- 
ple, association members learned all 
that was happening to fellow mem- 
bers, in terms of promotions, trans- 
fers, and the like Provincia also gave 
highlights of a recent human rela- 
tions course put on for members, 
provided a brief historical glimpse 
into banking in the area in the early 
1900’s, and detailed what association 


| members were doing in sports and 


civic activities. 

In addition, the journal had many 
shorter items and features on chil- 
dren, anniversary celebrations, etc.; 
and an article on Chemical Corn New 
York Trust Company, a valued cor- 
respondent; plus a story on one of 
the favorite local tourist spots. 
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Swedish Tariff Study 

An exhaustive comparative survey 
of the customs tariffs on industrial 
goods in the common market and in 
the other Western Europe countries 
has been compiled by the Federation 
of Swedish Industries. 

Comprising eight volumes and 
1,500 pages, supplemented with ex- 
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planatory notes, it is believed to be 
the most comprehensive work ever 
published in this field. 

The 26% pound study contains 
more than 30,000 industrial products 
and their national rates of duties. 
The tariff sub-items used by the in- 
dividual countries have been built 
into a logical system for comparison, 
within the framework of the Brus- 
sels nomenclature. The material is 
presented in English. 

International organizations, gov- 
ernments, trade associations, banks, 
chambers of commerce, etc., will find 
the limited edition quite helpful to 
them. It is available at $400 per copy. 
Further details may be obtained by 
writing to The American-Swedish 
News Exchange, 8 East 69th Street, 
New York 21, New York. 
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Australian Studies 


A special appraisal of Australia’s 
economy by three of its most promi- 
nent banking organizations is now 
available. 

The analysis, which highlights 
specific industrial development and 
investment opportunities, includes 
three separate reports: Opportunity 
Australia, 156 pages, from the Com- 
mercial Bank of Australia, Ltd.; Es- 
tablishing a Business in Australia, 
66 pages, from the Bank of South 
Wales; Investing in Australia, 40 
pages, from The Commercial Bank- 
ing Company of Sydney, Ltd. 

Featured in the portfolio are over 
100 charts, maps and statistical in- 
dices outlining Australia’s growth 
during the past decade, as well as its 
potential in terms of investment. 


Included in portfolio 
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BANK OF NEW SOLTH WALES 
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OUR NINETY-SIXTH YEAR IN WORLD-WIDE BANKING 
































HEAD OFFICE OF THE HONGKONG AND SHANGHAI 
BANKING CORPORATION, HONG KONG 
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If you do business 
world-wide... call on 
the international bank 


The Hongkong Bank, with its subsidiaries, has 
111 branches in Europe, Asia Minor, Asia and 
America. Together with the Bank’s correspond- 
ents in Australia, Africa and South America, 
complete domestic and international banking 
facilities are offered throughout the world. 





THE HONGKONG AND SHANGHAI 
BANKING CORPORATION 


SAN FRANCISCO: 80 Sutter Street 
LOS ANGELES: 212 West Seventh Street 
NEW YORK: 72 Wall Street 

Total Assets More than $1,120,000,000 
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More than 250 photographs are also 
included. 

The “Bank Portfolio” is available 
without cost by writing Dept. L, New 
South Wales Government Office, 
Suite 1301, 680 Fifth Ave., New York 
19, New York. The Office was estab- 
lished a year ago to aid U.S. inves- 
tors seeking specific Australian profit 
opportunities and working partners. 
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Swiss Study 


Switzerland’s part in the European 
Free Trade Association and its many 
marketing advantages are outlined 
in a new report released by the Swiss 
Credit Bank. 

Titled “Formation and Taxation 
of Corporations in Switzerland,” the 
24-page study discusses the various 
problems that a newly-formed com- 
pany may encounter in the country. 
Taxes, Swiss corporation law, and 
general information about the vari- 
ous cantons and their economies are 
also detailed. 


The final chapter of the book 


covers various facilities and services 
of the Swiss Credit Bank, pointing 
out how the bank can help any con- 
cern that is entering or considering 








Outlines many opportunities 


the foreign 
Switzerland. 
Copies of the report may be ob- 
tained from the Swiss Credit Bank’s 
head office in Zurich or through its 
offices in New York and London. 


market, particularly 
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Consumer Credit Gains 
Foothold in Sweden 
Hire-purchase financing and other 
forms of credit buying are expanding 
in Sweden, according to the Svenska 
Handelsbanken, Stockholm. 
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Growing rapidly 


In its monthly economic review, 
Index, the bank points out that side 
by side with normal avenues of con- 
sumer credit via department stores, 
etc., several new forms of consumer 
credit have emerged. Special agen- 
cies have been established to take 
over the hire-purchase contracts of 
retailers, and credit cards have 
shown a marked increase. A number 
of local and national credit card sys- 
tems have been formed covering 
thousands of retailers. 

The report adds that the commer- 
cial banks are associated in these 
ventures. The banks have been in the 
field for some time, through discount- 
ing retailers’ bills and also by taking 
over hire-purchase contracts. 
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British Banks Resist 
Longer Bank Hours 

The United Kingdom’s banking 
hours have been coming under pres- 
sure from two directions. 

The existing hours are typically 
short. They are from 10 a.m. to 3 
p.m. on weekdays and from 9:30 a.m. 
to noon on Saturdays. The banks are 
faced on the one hand with a demand 
for staying open at night, and, on 
the other hand, the pressure of staff 
shortages has led to the idea of cut- 
ting out even the Saturday stint. 

The London Clearing Banks have 
discussed the issues and for the time 
being have decided to take no issue 
on either front. 

Banks are to remain open on Sat- 
urdays, but there will be no evening 
sessions. 

Work is however to be streamlined 





to counteract the shortage of per- 
sonnel; and a watch will be kept on 
the growth of check usage and other 
changes under the new Wages Act. 
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West European Tax Guide 

Comparisons and details on exist- 
ing tax systems in Austria, Belgium, 
Denmark, Finland, France, Federal 
Republic of West Germany, Italy, 
Luxembourg, the Netherlands, Nor- 
way, Sweden, Switzerland and the 
United Kingdom are contained in the 
new edition of Taxation in Western 
Europe. 

The tax guide is produced every 
June to keep businessmen abreast of 
latest facts on Continental mar- 
kets. This year’s addition does not 
include material on Spain and Por- 
tugal, both of which are engaged in 
fiscal reforms of their tax systems. 

For further details about the tax 
guide, please contact FBI Print and 
Publications, 21 Tothill Street, Lon- 
don SW 1, England. 
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Going Up 

The newly-created post of con- 
troller of accounting research at the 
National Com- 
mercial Bank of 
Scotland Limited, 
has been filled by 
former Assistant 
Chief Accountant 
James A. Gil- 
christ. 

Mr. Gilchrist 
recently visited a 
number of cen- 
tralized bookkeep- 
ing operations in 
New York City and on the west coast 
of the United States, to help prepare 
for his new assignment at the Edin- 
burgh institution. 

Stepping up a 
notch on January 
1st is E. A. Rush- 
ton, general man- 
ager, who will 
succeed W. Mit- 
chell as chief gen- 
eral manager of 
the District Bank 
Limited. 

He joined the 
British bank at 
its Southport of- 
fice and early in his career spent 
time at the City branch in London. 





J. A. GILCHRIST 





E. A. RUSHTON 
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Overlooked a Leader 


In our October issue we inadvert- 
ently left out the Bank of Kobe, Ltd., 
one of Japan’s top banks, in our list- 
ing of the city banks on page 56. 
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PANCGRAMIGSar 
DRIVE-IN BANKING WINDOW feiss ihc 


amic window with a sweeping, 
graceful design that will be a handsome complement to the architecture of any bank. And beyond the 
beauty, is the down-to-earth practicality of the Panoramic window’s installation savings: the front panel 
extends all the way down, greatly simplifying installation procedures, importantly reducing sub-structure 


building costs. 

Another precedent-setting feature of the Panoramic window by Diebold is the new deal drawer with auto- 
matic full drop front and rising cover. This provides a more convenient opening for customers . . . helps 
speed transactions . . . serves more customers per hour. 











Everything about this future-minded drive-in banking window is new—from its stainless steel construction 
to its hi-fi intercom system. Make the 
ee TS ee ae ee POTS Part GF your Grive-in Dank 
ing plans! Mail coupon for complete 

details without obligation! 





CANTON 2, OHIO 
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| 
t | 
| Gentlemen: Please send illustrated literature on the Diebold 
\° Panoramic Drive-in Banking Window. 
| 
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How men and money find their reward 
when they seek to work in MODERN CANADA 


Second largest country on the globe in area, information facilities of The Canadian Bank 
Canada has become the world’s sixth largest of Commerce. Over 850 branches from the 
industrial nation, and ranks fourth in interna- Atlantic to the Pacific and North to the Arctic 
tional trade. It is also one of the most diversi- serve all Canada. We will be pleased to answer 
fied, in its manufacturing activities and in its your inquiries with regard to any industry, 
vast resources of farm, forest, mine and fishery. company, trading area or manufacturing district 
United States businessmen have contributed to in Canada. 

and are participating in Canada’s rapid devel- 


Address your inquiries to our 
Business Development Division, 
Head Office, Toronto 1, Canada 


opment. 

United States bankers are invited, on their 
own account, or on behalf of their customers, 
to make use of the complete banking and 





We do not advise on the merits of speculative securities. 





THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO More than 850 Branches across Canada 


Branches also in London, England + New York + San Francisco + Los Angeles + Seattle + Portland, Ore. 
Bridgetown, Barbados * Kingston, Montego Bay, Ocho Rios and Port Antonio, Jamaica 
Port of Spain, St. James and San Fernando, Trinidad * Nassau, Bahamas 


Resident Representatives in Chicago, Illinois and Dallas, Texas * 





European Representative, Zurich, Switzerland 
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Profit-Sharing Meet 

A conference on _ profit-sharing 
plans was reeently held in Toronto 
under the chairmanship of J. Fraser 
Coate, manager of the pension de- 
partment of the Toronto branch of 
the Montreal Trust Company. The 
conference dealt with the proposed 
amendments to the Income Tax Act. 

The new legislation, ::nown as Bill 
C-84, would allow a profit-sharing 
plan under which an _ employee’s 
share is taxed only at the time of 
withdrawal. 

The recommendations included: 
raising the limit of the employer’s 
contribution to 15 per cent of the 
payroll from the $1,500 per employee 
maximum set under Bill C-84; that 
more consideration be given to em- 
ployees of Canadian subsidiaries 
whose profit-sharing plans are ad- 
ministered in the United States; and 
called for a better withdrawal provi- 
sion to allow employees to benefit 
from a savings plan sooner than 
retirement age. 
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New Head-Oltice 

Bank of Montreal’s 17-story head- 
office will be officially opened on 
December 3 by Jean Lesage, Pre- 
mier of Quebec. 

The building is on the site of the 
bank’s first main office, erected in 


On historic site 


Head office, Bank of Montreal 
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Bank of Nova Scotia exhibit, International Plowing Match, St. Thomas, Ontario 


$20,000 gold bar display attracted crowds at farmers’ meet 


1818, a year after its founding. It 
adjoins the domed Bank of Montreal 
building erected in 1848 on Place 
d’Armes, in Montreal’s financial 
district. 

The new building has a main post 
office on its street floor, houses 
executive departments of the bank, 
its board room, and departments of 
the bank which have for the past few 
years been scattered throughout the 
downtown area of Montreal. The 
building is connected to the domed 
Bank of Montreal, which will con- 
tinue to be used for daily banking 
operations. 

A feature of the new head-office 
is the six-foot high letters which 
spell out the bank’s name in English 
and French on the four sides of the 
tower. The letters are lighted and 
visible for miles both day and night. 


Sf ° ° 


Cashing in on Gold Fever 

The recent heavy trading in gold 
bullion gave the Bank of Nova 
Scotia the opportunity to step up 
gold sales. At its principal branches, 
it placed display boards featuring 
gold bars and coins on counters near 
the foreign exchange departments. 
The coins are traded purely on a 
weight basis, and not as collectors’ 
items. 

The Bank of Nova Scotia also had 
an extensive $20,000 display of gold 
bars in its tent at the International 
Plowing Match at St. Thomas, 
Ontario, in mid-October. The gold 
attracted over 11,000 visitors to the 
display during the four days of the 
plowing match. 

The tent display also showed how 


gold is staked by prospectors and 
how it is mined in northern parts of 
Canada. 
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Visual Deception 

“Sculpture-in-light” signs are 
being used in 225 branches of the 
Imperial Bank of Canada. The signs 
come in two sizes, for use on counters 
and on floor stands. 

The novel feature of the signs is 
that the message changes into vary- 
ing colors without any visible work- 
ing parts. The effect is obtained 
through an engraved illustration on 
a number of laminations of plexi- 
glas. The engraving on each lamina- 
tion reflects colored light revolving 
from underneath and from the side 
of the plexiglas panel. 

The signs form the illusion of tak- 
ing a tree through the four seasons, 
illustrating the tree in snow without 
leaves, with the leaves gradually 
appearing in spring green, turning 
to a yellowish-green in summer, and 
ultimately to the reddish tinge of 
autumn. 


* * e 


Scholarship Program 

Aspirations ranging all the way 
from a space-age career in astro- 
physics to the study of advanced 
zoology have been revealed by the 50 
teen-age boys and girls who won 
first-year Bank of Montreal Canada 
Centennial Scholarships. 

Each of the successful youngsters, 
top 1960 graduates of high schools in 
all ten Canadian provinces, received 
$750 awards as the first step in a 
wide-ranging, seven-year plan to pro- 
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vide bank-aided university study. 

Winners were selected from 2,208 
students who applied for the scholar- 
ships. They listed their activities and 
these were taken into consideration 
with their marks and the recommen- 
dations of their school principals. 

The Bank of Montreal scholarship 
plan provides for a total of 124 
awards ranging from $750 to $5,000, 
during 1960-1967. There will be two 
$5,000 awards, one in arts and one 
in science, to be used for further 
study anywhere in the world. The 
bank believes its scheme is the first 
of its kind anywhere. 


° ° 4 


City Maps Holding 
Transferred Customers 

The Royal Bank of Canada is mak- 
ing sure that when a savings depart- 
ment customer or a commercial ac- 
count moves, the bank account will 
not be lost to the bank. The bank has 
released a series of maps of 13 major 
Canadian cities. Each map shows the 
location of branches in that city. 

The maps have been released for 
Toronto, Montreal, Ottawa, Quebec, 
Winnipeg, Vancouver, Victoria, Lon- 
don, Hamilton, Windsor, Calgary, 
Edmonton and Halifax. 


. e ¢ 


Branch Sparks City’s 
Rehabilitation Program 


The Royal Bank of Canada has a 
new air-conditioned building at 
Ouellette and Pitt Streets in down- 
town Windsor, Ontario (opposite 
Detroit). This is the first piece of 
major construction undertaken as 





Quellette-Pitt branch, Royal Bank of 
Canada, Windsor, Ontario 


Leads urban renewal 


part of the city’s downtown rehabili- 
tation program. 

The branch is built on a split-level 
plan. On the lower level are the 
savings department and safekeeping 
sections. On the upper level are the 
current accounts, foreign exchange 
and general banking departments 
plus management offices. 


5 5 


Trust Company Merger 

Guaranty Trust Company of Can- 
ada, Toronto, has purchased 87.1 per 
cent controlling interest in the 
Prudential Trust Company. 

Both companies operate offices at 
Toronto, Montreal, Calgary, Edmon- 
ton and Vancouver, and consolidation 
will produce savings in overhead, 
stated J. Wilson Berry, president of 
Guaranty Trust. 

Guaranty Trust is Canada’s third 
largest trust company with assets at 








Almost 100 Years’ 
Banking Experience. 
Branches throughout 
South America 


Bank of London & Montreal Limited, 


an affiliate, maintains a network of offices 
in Central America and the Caribbean. 





Head Office: London, England 
New York Agency: 34 Wall Street 


yeve mermmeneneeene & SOUTH AMERICA LIMITED 
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end of last year of $240,400,000, 
while Prudential Trust had assets 
of $25,761,000. 

Prudential had a net loss of 
$42,661 last year, while Guaranty 
Trust earned $1.95 per share. 


* * + 


Strong Growth Pattern 
Unveiled in Bank’s Report 


The proposed merger of Nationale 
Handelsbank of Amsterdam and Rot- 
terdamsche Bank, Rotterdam, Neth- 
erlands, may open new avenues of 
expansion and opportunity to Mer- 
cantile Bank of Canada, Montreal, 
according to H. E. Moquette, presi- 
dent of the Canadian bank. 

Mercantile Bank of Canada is an 
affiliate of Nationale Handelsbank, 
and has offices in Toronto and Van- 
couver. During the past fiscal year 
its total assets increased by 53 per 
cent, reaching $85,668,685 against 
$55,668,155 a year earlier. Deposits 
rose from $50,593,142 to $79,712,321, 
and loans and discounts were up to 
$40,651,156 from $25,532,839 on Sep- 
tember 30, 1959. 

Mercantile Bank, now in its eighth 
year of operation, extended its area 
of operation during the past year, by 
forming Mercantile Trust Company, 
with headquarters in Montreal. 

Its Dutch affiliate, whose large In- 
donesian operations were national- 
ized by the Indonesian government 
in 1958, has been reorienting its ac- 
tivities. Its amalgamation with Rot- 
terdamsche Bank will call for an ex- 
change of shares, plus a cash pay- 
ment by Rotterdamsche. 

Total combined assets of the two 
Netherlands banks and the Mercan- 
tile Bank of Canada are in excess of 
$500 million. 


° ° e 


Stepping Up 

P. B. Myles, formerly with the 
Montreal investment house of Grant 
Johnston & Co. Ltd., has been ap- 
pointed manager of business develop- 
ment department of the Toronto 


General Trust Corporation, with 
headquarters at Toronto. 
* 
Milford Window, superintendent 


of the Montreal branches of the 
Bank of Montreal, has been named 
to the new post of superintendent of 
the eastern division of the bank, and 
will work directly under A. John 
Ellis, assistant general manager in 
charge of the eastern division. 

Sheldon Black, deputy manager of 
the Bank of Montreal’s main branch 
at Winnipeg, has been appointed 
superintendent of Montreal district 
branches of the bank. 
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105th Annual Statement 


Comparative and Condensed 
AS AT OCTOBER 31 


Assets 


Cash Resources 
Securities . . 


Call Loans ee 


Total Quick Assets 
Current Loans ... . 
N.H.A. Mortgage Loans . 
Bank Premises .... . 
Acceptances and Letters of Credit 
Sundry Assets .. . 


Liabilities 
I ado ly ate oe 
Other Liabilities wi 


Total Liabilities to the Public 
Acceptances and Letters of Credit 
Capital Paid Up ... . 
met Accs sw ee 
Undivided Profit : 


Statement of Undivided Profits 


1960 


$ 291,977,395 
432,294,242 
225,804,091 


1959 
$ 252,552,861 
457,256,898 
172,045,238 





$ 950,075,728 
797,112,101 
108,604,458 

30,633,023 
16,961,256 
541,729 


$ 881,854,997 
760,542,271 
101,213,660 

24,653,029 
21,146,594 
532,977 





$1,903,928,295 


$1,789,943,528 








$1,792,350,464 
9,564,064. 


$1,678,043,773 
7,552,817 





$1,801,914,528 
16,961,256 
24,000,000 
60,000,000 
1,052,511 


$1,685,596,590 
21,146,594 
24,000,000 
57,600,000 
1,600,344 





$1,903.928,295 


$1,789,943,528 








Fiscal Years Ended October 31 
Net Profit: After All Charges 


Less: Dividends . 


Extra Distribution. . 


Including Income Taxes 


Amount Carried Forward . . . 
Undivided Profits Brought Forwar 








Transferred To Rest Account . . 
Balance of Undivided Profits . . 


Total Provision for Income Taxes 


1960 


6,652,167 
4,560,000 
240,000 


1959 


5,462,929 
4,171,787 
239,951 





1,852,167 
1,600,344, 


1,051,191 
549,153 





3,452,511 
2,400,000 


1,600,344 





1,052,511 


1,600,344 








7,070,000 


5,940,000 


1 TORONTO-DOMINION EOL 


THE BANK THAT LOOKS AHEAD 


Head Office: 


Toronto, Canada 
New York Agency: 45 Wall Street, New York 5, N. Y. 


A. C, ASHFoRTH, 


A. T. LAMBERT, 
President 


General Manager 
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THE BOOKLET COUNTER 








Changes in Commercial Bank- 
ing .. . Changes in the structure of 
American commercial banking—re- 
sulting chiefly from the dynamic 
growth of the economy in recent 
years—are analyzed in this bulletin 
which has been published by a fam- 
ous business administration school. 
The booklet traces the recent history 
of the American “triple banking” 
system, and reviews and analyzes 
unit, and branch banking trends; 
concentration in banking; and the 
geographical redistribution of the 
nation’s banking resources. Analyz- 
ing a number of the advantages 
claimed for branch banking, the 
booklet finds that some are justified 
and others are of doubtful validity. 
The factors leading to bank mergers 
and bank holding companies are also 
studied, as is recent banking legisla- 
tion designed to curb further con- 
centration of control. 


Public Relations Survey .. . 
This survey of the nation’s 500 larg- 
est banks shows how they spend 
money for their public relations ac- 
tivities. The survey indicates that 
these banks will spend more than $27 
million this year on PR activities, 
and the sum represents a 7 per cent 
increase Over expenditures in 1959. 
The banks are broken into three cate- 
gories according to their assets, and 
under each category the activities, 
personnel practices, and plans for 
future PR emphasis are set forth. 
Conducted for a large midwestern 
bank, the survey is said to be the 
first of its kind in the banking in- 
dustry. 


Sales Manual... Helps to sales 
management in improving old sales 
manuals or compiling new ones are 
contained in this 12-page brochure. 
Entitled “How to Develop a Good 
Sales Manual,” the booklet contains 
sections devoted to how to begin col- 
lecting information; what to include; 
how to develop subjects; how to di- 
vide the work among subordinates; 
and how to be sure the finished manu- 
al will enjoy good use. 


Small Business Investment... . 
A 12-page digest of questions and 
answers on equity capital for small 
business has been published by one of 
the nation’s largest diversified small 
business investment corporations. 
Designed to answer the most fre- 
quently asked questions along this 
line, the booklet covers such items as 
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A digest of 
questions and 
answers on 
equity capital for 
small business... 
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Answers on equity capital 


the type of companies which are con- 
sidered small business firms; wheth- 
er or not a company must be current- 
ly profitable before investment is 
made; and how capital is invested 
in a small business. 


Equipment Leasing Facts .. . 
The costs of leasing and the benefits 
which can be derived from it are out- 
lined in this timely six-page folder. 
Benefits covered include the profits 
realized from renting equipment; the 
freeing of working capital for other 
uses; improvement of bank relation- 
ships; tax savings; and improve- 
ment of credit standing. Another 
section deals with how to set up a 
leasing deal; and a third points out 
how costs are determined by using an 
example of leasing $100,000 in equip- 
ment over a period of five years. 





These booklets are available upon 
request, free of charge or obli- 
gation, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 

















Business Education . . . The 
strengths and weaknesses of existing 
courses in business administration 
at our colleges and universities are 
examined in this informative 72- 
page booklet. Titled “The Education 
of American Businessmen,” the book- 
let is a compilation of studies and 
opinions of experts in the business 
education field. The booklet con- 
trasts the present characteristics of 
university training in business with 
the actual requirements of business 
management. Recommendations for 
developing a business curriculum are 
also outlined. There are, in addition, 
short sections on company manage- 
ment developing programs, and uni- 
versity programs for practicing ex- 
ecutives. 


Testing Direct Mail . . . This 
20-page booklet shows just how effec- 
tive direct mail programs can be. It 
gives a step-by-step procedure to fol- 
low, indicating how to schedule 
tests; how to get valid test samplings 
of geographical and chronological 
mailing lists; and how to conduct 
followups on a campaign. It also con- 
tains a section on which type of mail- 
ing list to use for the type of cam- 
paign which will be conducted. Writ- 
ten in non-technical language, the 
booklet is also humorously _illus- 
trated. 


Directorial Policies . .. The four 
broad subdivisions of bank manage- 
ment activities are outlined and dis- 
cussed in this informative 15-page 
booklet. The author, a well-known 
C.P.A., points out the difference be- 
tween bank policies and operating 
methods, and stresses the fact that 
policies cannot be established until 
a bank first sets objectives for itself. 
The booklet also points out how di- 
rectors can establish policies for 
loans, investments, and_ servicé 
charges. 


Mistakes in Marketing .. . 
Twelve of the most erroneous ideas 
in advertising are clarified in this in- 
formative 8-page brochure. They are 
taken from a speech by a motivation- 
al research expert before the Toronto 
American Marketing Association. In 
addition to pointing out marketing 
errors, the booklet also provides in- 
sight to the correct approach for ad- 
vertising. Subjects covered include 
such things as the size of campaigns; 
company letterheads; and why peo- 
ple buy. 














in Old Ge 
The beloved author of “The Star 


Spangled Banner” owned a 
Georgetown home overlooking the 
Chesapeake and Ohio canal and 
the Potomac River, near the Dis- 
trict of Columbia approach to the 
present Francis Scott Key Bridge, 
named in his honor. During the 
latter days of his life, Key was a 
customer of our bank, and his 
check dated August 31, 1842 is 


a cherished item in our collection. 


THE RIGGS NATIONAL BANK 


of WASHINGTON, D. C. 


FOUNDED 1836 ¢ LARGEST BANK IN NATION'S CAPITAL 
Member Federal Deposit Insurance Corporation * Federal Reserve System 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, dr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Ultra Vires Lease 


The United States District Court, 
Southern District, New York, per- 
mitted a national bank to set aside 
an unexpired lease which it had made, 
because the lease was ultra vires. The 
court said it was in violation of a stat- 
ute relating to the power of a na- 
tional bank to hold realty and another 
relating to investment in bank prem- 
ises and limitation on indebtedness. 

The pertinent parts of the United 
States Code provide: “A national 
banking association may purchase, 
hold, and convey real estate for the 
following purposes, and for no 
others: 

“First. Such as shall be necessary 
for its accommodation in the trans- 
action of its business.” 

“No national bank, without the 
approval of the Comptroller of the 
Currency, and no State member bank, 
without the approval of the Board of 
Governors of the Federal Reserve 
System, shall (1) invest in bank 
premises, or in the stock, bonds, de- 
bentures, or other such obligations 
of any corporation holding the prem- 
ises of such bank, or (2) make loans 
to or upon the security of the stock 
of any such corporation, if the ag- 
gregate of all such investments and 
loans, together with the amount of 
any indebtedness incurred: by any 
such corporation which is an affiliate 
of the bank, as defined . . . will ex- 
ceed the amount of the capital stock 
of such bank.” 

“No national banking association 
shall at any time be indebted, or in 
any way liable, to an amount exceed- 
ing the amount of its capital stock at 
such time actually paid in and re- 
maining undiminished by losses or 
otherwise .. .” 

The defendant attempted to distin- 
guish between an irregularity con- 
sisting of a violation of a prohibition 
and one which was the exceeding of 
granted powers. The court reioined 
that if a violation of a prohibition 
was necessary to justify a bank’s 
recision of an ultra vires act, there 
was such a violation present in this 
case. It further said that the effect 
of ultra vires on an act of a national 
bank was governed by federal law 
and not by a law of the state where 
the act took place. 

The holders of two mortgages on 
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the leased premises were not joined 
as defendants, but the court pointed 
out that, in the absence of a present 
right to the rents from a lease of the 
mortgaged premises, the mortgagee 
had no interest in the lease. 

.. . National Bank v. Brodsky, 185 
F.Supp. 219 (1960) 


e od od 


No Bankbook Needed 


Where a notice of federal tax lien 
together with a warrant for distraint 
was served on a savings bank, the 
United States District Court, South- 
ern District New York, held the 
government could recover from the 
bank without presenting the deposi- 
tor’s passbook, as required by state 
statute. 

In an earlier case, a similar ruling 
was made regarding a commercial 
bank where the provisions for pres- 
entation of the passbook were con- 
tractual rather than statutory re- 
quirements. 

The statute “. .. permits the board 
of trustees of a savings bank to pro- 
vide in the by-laws for making pay- 
ments ‘in cases of loss of passbook, 
or other exceptional cases where the 
passbooks cannot be produced 
without serious inconvenience to 
depositors.’ ... 

“Payments, ... may be made upon 
the judgment or order of a court.” 
United States v. .. . Savings Bank, 
185 F.Supp. 30 (1960) 


4 o * 


Branches by Merger 


A state bank was allowed to oper- 
ate branches after it merged with 
a national bank which had been op- 
erating branches prior to the merger. 
The decision was handed down by the 
United States Court of Appeals, Dis- 
trict of Columbia Circuit, in a rever- 
sal of its District Court. The Federal 
Reserve Board had brought the ac- 
tion for a declaratory judgment. 

The pertinent statute reads: “Up- 
on the merger or consolidation of a 
national bank with a state member 
bank under a state charter, the mem- 
bership of the state bank in the 
Federal Reserve System shall con- 
tinue. The approval of the 
Board [of Governors of the Federal 


Reserve System] shall . .. be ob- 
tained before any state member bank 
may establish any new branch...” 

The Federal Reserve Board 
disapproved the operation of the 
branches formerly operated by the 
national bank on the ground that it 
would “‘adversely affect competition”. 
The District Court upheld the Board. 

The Circuit Court said: “In our 
opinion the statutory word ‘estab- 
lish’ does not include ‘operate after 
acquiring by merger’, and the statu- 
tory phrase ‘any new branch’ of a 
state member bank does not include 
‘any existing branch of a national 
bank that merges with a state mem- 
ber bank.’ In short, we think a state 
bank does not ‘establish any new 
branch’ when it retains the branches 
it has acquired by merger.” 

Since the Board was not author- 
ized to prevent the merger of two 
banks, the court felt that in the ab- 
sence of clear language to the con- 
trary, the Board had no authority 
to prevent the incident of merger 
which involved branches. 

It pointed out: “ ... the Federal 
Reserve Act provides that when a 
national banking association merges 
or consolidates with a state bank 
under a state charter, ‘the resulting 
state bank shall be considered the 
same business and corporate entity 
as the national banking association, 
although as to rights, powers, and 
duties the resulting bank is a state 
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bank.’ .. . If Congress had meant to 
require ‘the same business and corpo- 
rate entity as the national banking 
association’ to get the Board’s ap- 
proval in order to continue operating 
the association’s branches, we think 
Congress would have said so.” 

There was a strong dissent which 
stated that the majurity ignored not 
only the realities of the situation and 
the plain language of the statute, but 
also its historical background. He 
said: “There is no reason to believe 
that any particular method of adding 
branches—by merger, purchase, or 
internal expansion—has ever been 
considered worthy of special appro- 
bation. In fact, from the viewpoint of 
those who .have opposed branching, 
merger is an especially pernicious 
threat to local single-unit banks since 
not only does a competing bank 
thereby extend the scope of its oper- 
ations but it also increases the 
amount of its capital... .” 

. . . Bank and Trust Co. v. Martin, 
281 F. 2d 61 (1960) 


ia o e 


Attempted Countermand 
of Bank Money Order 

“Nothing doing” said the Court of 
Appeals of Ohio, in the absence of 
fraud, failure of consideration, or 
injunction order prohibiting pay- 
ment of a money order. 

The purchaser of the money order 
(in the amount of $500.00, payable 
to his brother) brought an action to 
enjoin the bank from paying out 
funds in its hands represented by 
the order or a judgment directing 
the bank to pay such sum to the 
plaintiff. The order was sent by the 
purchaser to his sister for delivery 
to his brother, but the brother died 
before delivery and the money order 
was not inventoried in his estate and 
never came into his possession or 
that of the estate. 

The court pointed out the similar- 
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ity between a bank money order and 
a cashier’s check, stating the general 
rule that there is no right to counter- 
mand payment of a cashier’s check 
by the drawer, payee, or depositor, at 
whose request the instrument was 
issued, except for fraud or failure of 
consideration, or where payment is 
stopped by injunction proceedings. 

“When the purchaser has paid to 
the bank the consideration specified 
by it for the execution of the negoti- 
able instrument, and the bank has 
prepared and delivered to the pur- 
chaser the instrument, for delivery 
to the payee, the contract between 
the bank and the purchaser of the 
instrument becomes executed. 

“The bank, as drawer, then be- 
comes liable to the payee, drawee or 
endorsee, for the amount specified in 
the instrument, upon endorsement, 
presentation and demand by the 
payee or endorsee; and the payee or 
endorsee may demand and receive 
the amount stated on the face of the 
instrument, upon endorsement, pres- 
entation to and demand upon the 
bank.” 

Cross v. Exchange Bank Co., 168 
N.E. 2d 910 (1960) 


* e + 


Transfer of Funds 
by Incipient Bankrupt 


In an action by a trustee in bank- 
ruptcy to recover funds from a 
bankrupt corporation alleged to have 
been preferentially or fraudulently 
transferred, the United States Dis- 
trict Court, Southern District New 
York, held the bank of deposit 
blameless. 

The defendants owned and com- 
pletely controlled Capitol Piece Dye 
Works, Inc. and were officers of the 
bankrupt General Textile Processors, 
Inc. When it became evident that the 
latter was never going to get out of 
the financial difficulty with which it 
started business, the defendants took 
various steps to enable Capitol to 
benefit. One was the transfer of over 
$20,000 in the bankrupt’s account 
with its bank of deposit. 

It had opened the account for the 
purpose of meeting the payroll at a 
nearby plant and any one of four of 
its officers were authorized to sign 
checks. One day the treasurer of the 
bankrupt obtained from a factor a 
check for $9,500 which he then added 
to a balance of $10,660 already in 
the account. That same day, at the 
opening of the bank, he deposited a 
check from the factor in favor of 
General Textile and advised the vice- 
president and cashier of the bank 
that he wished to close out the corpo- 
rate account. 

A check was drawn on the bank- 


rupt’s account to the order of 
“Samuel Koenig” for the full amount 
of the balance in the account, it being 
signed “S. Koenig, Treasurer.” At 
the same time it was arranged to 
open a new account at the bank under 
the name of “S. Koenig, Special for 
Payroll” and the only person author- 
ized to draw against the new account 
was Samuel Koenig. 

On the same dav, a complaint for 
the appointment of a receiver of Gen- 
eral Textile was filed, and the order 
was signed two days later when an 
involuntary petition in bankruptcy 
was filed. 

Before the date of the adjudica- 
tion. all the funds in the S. Koenig 
Special for Payroll. account were 
drawn out, and the bank was not 
informed prior to the court hearing 
that a receiver had been appointed 
or that the company was in bank- 
ruptcy. All of the checks drawn out 
were for payroll. Although the 
checks were drawn on the company 
at Koenig’s instructions, they were 
all paid out of the S. Koenig Special 
Payroll Account. 

The trustee contended that not 
only the Koenigs, but their side 
company Capitol, and the bank, were 
liable for the full amount. 

The court had no trouble in finding 
that Samuel Koenig and Gilbert 
Koenig, his son, made the payments 
so that Capitol could retain the 
bankrupt’s work force intact and 
could resume operations with the 
least possible delay and inconven- 
ience after the bankrupt had ceased 
doing business, and that therefore 
the Koenigs were plainly liable for 
the amount which they withdrew 
from the bankrupt’s account and 
transferred to their individual ac- 
counts. 

Although the Koenigs’ purpose in 
making the preferential payments 
was to benefit Capitol, of which they 
were the owners, the courts could 
find no basis for holding Capitol 
liable under the statutes. 

When it came to the bank of de- 
posit, the trustee claimed that Sam- 
uel Koenig had no actual authority 
to make the transfer since he had 
submitted his oral resignation as 
treasurer of the bankrupt before the 
transfer occurred, and that such 
general authority to sign checks as 
was conferred on Koenig by the filed 
signature card did not give him even 
apparent authority to draw out the 
entire balance and transfer it to his 
account in the absence of an appro- 
priate corporate resolution. | 

Plaintiff pointed to the further 
fact that the bank’s vice-president 
and cashier made inquiry at Samuel 
Koenig’s request concerning the 
$9,500 check from the factor which 
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MODEL 502 BRANDT ELECTRIC AUTOMATIC 
CASHIER — Abbreviated Keyboard Type. Con- 
sists of two units, a coin dispenser and a sepa- 
rate, small, simplified keyboard. The keyboard 
unit may be placed apart from the coin dispenser 
unit anywhere in the teller’s work area. Lighter 
key pressure required than with manually oper- 
ated machines. Coins are delivered directly to 
customers by means of a delivery chute. 


MODEL 500 BRANDT ELECTRIC AUTOMATIC 
CASHIER — Full Keyboard Type. Consists of two 
units, the same coin dispenser as the Model 502 
and a separate keyboard having a full range of 
keys, thus requiring the depression of only a 
single key to make a coin payment ranging from 
1¢ to 99%, inclusive. Keyboard may be placed 


anywhere, to suit the convenience of the operator. 







MODEL 450 BRANDT ELECTRIC AUTOMATIC 
CASHIER — Single Unit, Delivery Chute Type. 
Coin dispenser and keyboard combined into a 
single unit. Only one key is depressed to pay 
any amount from 1¢ to 99%, inclusive. Coins are 
delivered direct to customer by means of a de- 
livery chute. 


MODEL 250 BRANDT AUTOMATIC CASHIER. 
Similar to the Model 450 except that it is oper- 
ated manually instead of electrically. 





MODEL 350 BRANDT ELECTRIC AUTOMATIC 
CASHIER — Trap Door Type. The teller depresses 
a single key to make payment of amounts from 
1¢ to 99%, inclusive. Coins fall into a hopper at 
front of machine. A slight backward pressure on 
the trap door at the base of the hopper allows 
the coins to fall into the teller’s hand; coins are 
passed to the customer by the teller. 


MODEL 150 BRANDT AUTOMATIC CASHIER. 
Similar to the Model 350 except that it is oper- 
ated manually instead of electrically. 


MODEL SL BRANDT COIN SORTER AND 
COUNTER — Motor Driven. Sorts and counts 
mixed coins, pennies to half dollars, inclusive. 
Features “quick take-apart” construction permit- 
ting quick, easy access to many of the working 
parts. Auxiliary items such as stand, bagging 
attachments, built-on inspection pan and others 
for use with this machine can be furnished if 
they are desired. 


MODEL CHM BRANDT COIN COUNTER AND 
PACKAGER — Motor Driven. Handles all coins 
from pennies to silver dollars, inclusive. Mechan- 
ical improvements make for speedier packaging 
or bagging of coins with less effort. A number 
of auxiliary items including stand, crimper and 
others are available for use with this equipment. 
Hand operated machine is also available. 


Brandt also manufactures a variety of coin storage trays 


as well as a complete line of coin wrappers and bill straps. 


BRANDT AUTOMATIC CASHIER COMPANY @e WATERTOWN, WIS. 


Brandt® Cashier® 





Established 1890 








Koenig had brought up for deposit 
and knew that this deposit was being 
immediately transferred to Koenig’s 
personal account. Plaintiff contended 
that all this put the Bank on notice 
that the funds were being improperly 
diverted by Koenig from the corpo- 
rate account, that the bank acqui- 
esced in the transaction with such 
knowledge and was therefore liable 
for the full amount transferred. 

On the other hand, the bank relied 
on the evidence that it had no knowl- 
edge of the impending bankruptcy, 
or, indeed, of any financial difficulties 
of the bankrupt until the day of 
adjudication, when the funds had 
already been fully disbursed. The 
bank also claimed that it had had 
satisfactory dealings with Samuel 
Koenig for many years and had no 
reason to be suspicious of him, that 


the transfer was made to a special 
account for payroll and that all 
checks paid from that account were 
in satisfaction of payroll and other 
legitimate obligations of the bank- 
rupt. It therefore asserted that it 
was under no liability in the 
premises. 

In holding the bank not liable, the 
court said: “The bank’s obligation 
was to the corporate bankrupt to 
whom the account belonged. It had 
no knowledge of bankruptcy, insol- 
vency, the appointment of a receiver, 
or financial failure. Unless it be 
shown that these funds were diverted 
from legitimate corporate purposes 
by reason of the transfer no loss or 
damage by reason of the transfer 
has been shown and no liability to the 
bankrupt corporation has been estab- 
lished. Mere transfer from a fiduci- 





ary account to a personal account 
does not, without more action, result 
in a conversion. There must be a di- 
version of the funds from the trust 
purposes. ... : 

“Here there was no loss to the 
bankrupt by reason of the transfer. 
Any loss or damage which occurred 
was to other priority wage creditors 
because of the preference obtained by 
other creditors of the same class. The 
bank owed no duty to the creditors 
of the bankrupt beyond that which 
it owed to the corporation itself and 
breached no duty to them. It is not 
liable for any loss which may have 
been suffered by creditors because of 
preferential payments made in satis- 
faction of legitimate corporate obli- 
gations. 

Feldman vy. Capitol Piece Dye Works, 
Inc., 185 F. Supp., 426 (1960) 


INVESTMENT POLICY REVIEW 


CONTINUED FROM PAGE 39 

the bogey percentage for that sub- 
total, the difference should appear in 
sub-totals higher up on the ,sheet. 
That is, if any of these actual sub- 
totals is less than the bogey sub-total, 
the deficiency should be offset by 
higher-than-bogey percentages in as- 
sets more liquid than those in which 
the deficiency occurs. If this is not 
the case on any Liquidity Statement 
sheet when issued, then those respon- 
sible for the investment program are 
expected to have a convincing expla- 
nation ready for use. 

The conventional approach to the 
management of a bank’s Government 
portfolio is that the average maturity 
of Governments should be shortest 
when loans are at peak, and the aver- 
age maturity of Governments should 
be longer when loan demand is less. 
This philosophy worked very well in 
the decades when interest rates were 
pegged at stable levels. But in a 
period of flexible interest rates, oper- 
ating under this philosophy results in 
purchase of longer maturities when 








POSITIONS AVAILABLE 


for bankers of all skills and experience. 
In absolute confidence write to: 


BANK PERSONNEL CLEARING HOUSE 
AND EMPLOYMENT AGENCY 
503 N. Washington Naperville, Ill. 











Don't Trade-in. Sell for cash 
BRANDT AUTOMATIC CASHIERS 


Any quantity, any model full keyboard coin 

payer or changer with serial number 8,000 or 

above is wanted. We pay generous premiums 

above current trade allowances. We pay freight. 

Write or phone for firm quote: 

ROBERT F. WIGHT—BUSINESS MACHINES 
1127 S. Clinton St., Fort Wayne, Ind, E-5182. 
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bond prices are high and _sale of 
longer term bonds when prices are 
low. Thus, if a bank holds strictly 
to this approach in a time such as 
the present, it is surely buying its 
Governments at the top of the mar- 
ket and selling them at the bottom. 
Therefore, this rule is one to which a 
competent investment officer must 
frequently make exceptions. 

Equally conventional—and subject 
to intelligent exceptions—is the rule 
that an absolute relationship exists 
between liquidity and maturity. 
Granted that Treasury bills and 
other very short-term Governments 
can be turned into cash by holding 
them to maturity, this would be im- 
portant only if there should be a pro- 
longed absence of market demand. 
Such a contingency is unlikely for 
short-term Governments, and equally 
unlikely for bonds of any maturity 
that belongs in a conservative bank’s 
portfolio. 

Due to the fact that the Harris 
Bank has a relatively small propor- 
tion of time to demand deposits, for 
our own portfolio purposes we define 
“long-term” bonds as those in the 
eight to ten year category. Obviously, 
this definition should be adjusted by 
each bank to fit its own circum- 
stances. 

If a bank holds marketable Gov- 
ernments of even a relatively long 
maturity at a cost low enough to per- 
mit conversion into cash without 
substantial loss, then these bonds are 
for all practical purposes as liquid 
as very short-term bonds. If the orig- 
inal cost of the bonds was perhaps 
above current levels but has been 
brought down to present market fig- 





ures by subsequent charges to bond 
valuation reserves, the same favor- 
able situation prevails. 

Most bank investment officers, 
whether consciously or subconscious- 
ly, perceive that profitable portfolio 
management is in part dependent 
upon knowing when to make excep- 
tions to the time-hallowed rules out- 
lined above. The ability to make such 
exceptions on occasion without ever 
overstepping the limitations éssen- 
tial to financial conservatism is one 
of the distinguishing capabilities of 
any skilful practitioner of the in- 
vesting art. 

When the economic indicators 
show that the peak of the interest 
rate cycle and of loan demand is 
reached or almost reached, a bank 
can profit greatly by significantly 
lengthening the average maturity of 
its Government portfolio through in- 
creased purchase of long maturities 
while maintaining required liquidity 
in the less-than-one-year maturities. 
When the interest rate and loan cycle 
near the trough, then a significant 
shortening of average maturity can 
be equally advantageous. 

In our own institution we talk 
about a “trap” which all commercial 
bank investment officers should con- 
stantly and consciously avoid. This 
trap is set up by the fact that when 
loans are high, it automatically fol- 
lows that rates are high; when loans 
are down, so are rates. Sound bank- 
ing fundamentals seem to dictate 
that liquidity through the holding 
of short-term investments is a neces- 
sity at times of brisk loan demand. 

It takes a strong heart to stretch 
out the bank’s portfolio maturities at 
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sa No two banks are exactly alike. Each has its 


own particular operation, its available space. 
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hen existing equipment. For information on specific 
fol- areas of operation you want to improve, write Bank systems and equipment 


ok LeFebure Corporation, Cedar Rapids, lowa. 
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such a time. Yet to achieve maximum 
income during the subsequent period 
of low loan demand and low rates it 
is important to buy the higher-yield- 
ing longer-term Governments. At the 
time when the Government issued 5’s 
in 1959, few banks. bought these in 
any quantity. But in retrospect this 
was a better investment than Treas- 
ury bills yielding approximately the 
same return because today the bill 
maturities have to be rolled over at 
a fraction of the 5 per cent rate. 

The reasoning behind this seems 
plain. A bank’s liquidity needs for 
short-term Governments are based 
on cash needs for meeting expected 
and unexpected loan increases and 
deposit withdrawals. When the loan 


CONTINUED FROM PAGE 41 


surpassed its quota by the largest 
percentage. All members of the win- 
ning teams were dinner guests of the 
president, and received $25. 

But, according to Mr. Wilson, the 
campaign feature that attracted 
most attention was a cash jackpot. 
For each savings account brought in 
over and above the number that 
would normally be opened during the 
nine-week period the bank put in a 
cash contribution, and the sum built 
up to nearly $5,000. When the con- 
test was over the jackpot was divided 
among the branch offices that had 
exceeded their quotas. 

Of the three types of campaigns, 
Girard believes that the latest one 
comes closest to being the right an- 
swer. Costs amounted to $2 for each 
of the 3,325 new savings accounts 
obtained over and above the normal 
expectation. Mr. Wilson pointed out 
that this year’s contest put most em- 
phasis on the number of new ac- 
counts rather than the size of open- 
ing balance. Analysis had shown that 
the savings accounts opened in pre- 
vious contests wtih big initial bal- 
ances have tended to shrink, while 
small accounts have grown. Thus the 
decision not to allow a great deal of 
extra credit for the “big ones.” 

As to the advisability of merchan- 
dising bank services by use of pre- 
miums, there was the usual sharp 
division of opinion in the FPRA 
camp. In an advance survey made 
by clinic leaders, 73 per cent of some 
192 reporting banks stated that they 
did not use such inducements, making 
the premium-givers still much in the 
minority. However, according to 
clinic leader Daphne Dailey, director 
of advertising and public relations, 
The Bank of Virginia, Richmond, the 
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peak is approached, Federal Reserve 
policy is likely to shift to cause de- 
posit growth. During a _ recession 
period, the bank can sell the longer 
issues at substantial capital gains 
and reinvest in very short term se- 
curities. These in turn will provide 
without subsequent capital loss the 
funds to meet eventually rising loan 
demand to reinvest at more favorable 
rates. 

No bank can expect to attain per- 
fect timing in such planned response 
to the business cycle. But by using 
the economic information now gener- 
ally available, a well-grounded invest- 
ment man should be able to come 
close enough to achieve substantial 
benefits to his bank. 


= d eo 


BUSINESS-BUILDING IDEAS 


“for” camp seems to be gaining as 
banking competition increases. 

Premiums are especially adaptable 
to bank use and can be a dominant 
patronage motive, in the opinion of 
Marian G. Haefeli, public relations 
officer, The Prudential Savings Bank, 
Brooklyn, New York. However, she 
warned that the premiums selected 
should have lasting value and wide 
appeal, as pre-tested through consum- 
er surveys. She recommended re- 
stricting the choices to brand-name 
items, and suggested that household 
items repetitively used are excellent 
items because of the frequency with 
which they call the bank to mind. 

In one contest that Prudential 
staged, the premiums used—in the 
order of ‘customers’ preference— 
were: student’s brass lamp, set of 
four glass bowls, alarm clock, cam- 
era, ball point pen. In another cam- 
paign, the premiums in order of their 
popularity were: hammered alumi- 
num dish, picnic bag with service 
for four, ovenware set, and bath- 
room scale. 

What about officer calls? How can 
they be made more effective? Gordon 
Malen, assistant vice-president, First 
National Bank of Minneapolis, pro- 
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For this reason it becomes increas- 
ingly important that bank invest- 
ment officers and committees pay 
close attention to trustworthy and 
up-to-the-minute reports covering 
significant economic developments. 
Thoughtful use of the facts and fig- 
ures is certain to disclose opportuni- 
ties for modifying a bank’s invest- 
ment program advantageously with 
the swings in the business cycle. 
When, as in recent months, these 
swings are pronounced, keeping thus 
informed opens the way to setting 
realistically flexible, sound invest- 
ment policies that can bring sub- 
stantial rewards to the institution 
alert enough to put them to work in 
managing its bond portfolio. 


vided some suggestions derived from 
inquiries he had sent to a number 
of sales-minded banks. 

The First National Bank of Madi- 
son, Wisconsin, has a meeting of its 
officer call committee once a month 
at which a report is read, showing 
officer by officer how many assigned 
and non-assigned calls were made. 
This monthly report then goes to the 
chairman of the board. 

At the Bank of Georgia, in Atlanta, 
the loan officers are assigned one-half 
day each week in which to make out- 
side calls, and they average about 
four calls a week. Annually, manage- 
ment decides what would be a rea- 
sonable increase in deposits from 
this source during the coming year, 
and this increase is divided among 
the officers in the form of dollar quo- 
tas based on past performance and 
future potential. 

At the First National Bank of St. 
Petersburg, Florida, every account 
over $2,500 is assigned to some of- 
ficer, who has full freedom in sched- 
uling and making calls on these cus- 
tomers. However, each officer must 
review the accounts assigned to him 
with the president once each month, 
a rule calculated to stimulate an ac- 
tive calling program. 

Each officer at the First National 
Bank of Memphis, and each non-of- 
ficer devoting full time to business 
development, is given a quota. Each 
time one of these individuals reaches 
25 per cent of his quota his name is 
placed in a “fish bowl’ until he 
reaches 100 per cent, then his name 
goes in an additional time for each 
10 per cent over his quota. At the 
end of the year names are drawn, 
and the first one to have his name 
drawn four times wins first prize. 
The bank has set aside $1,000 to pur- 
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chase First National stock in the 
names of the winners. 

Wachovia Bank in Winston-Salem 
holds sales training conferences for 
its officers several times a year, to 
make their calls more effective. Some 
of the sessions focus on films that 
deal with selling techniques; after 
the showings, there are discussions 
on how to adapt the ideas to out-of- 
bank calls. At other times, typical 
selling problems are given to the 
officer group, and practical solutions 
are thrashed out. These techniques 
are then applied to several actual 
prospective accounts, and at later 
meetings the results are discussed. 


HERE appears to be more use 

of visual aids to make officer calls 
more productive, Mr. Malen noted, 
with more and more banks furnish- 
ing their officers with sales presenta- 
tion kits. Usually these are in the 
form of loose-leaf binders which can 
be placed upright on a prospect’s 
desk, and the pages flipped as the 
officer talks. They enable him to make 
an orderly presentation of the bank’s 
strong points and services without 
having to rely on memory, and the 
prospect both hears them described 
and at the same time sees them illus- 
trated, for two-pronged effect. 

How to reach newcomers to town 
first, and how to take advantage of 
these new-business opportunities, 
was a subject that evoked numerous 
suggestions. 

It was reported that one bank 
greets newly-arrived residents by 
having a woman present them with 
a bud vase containing two carnations. 
This is followed by a welcoming let- 
ter offering free personalized checks. 

Another bank obtains newcomer 
names from a utility, and has a local 
restaurant send them coffee and 
doughnuts. 

The importance of getting to new- 
comers first was stressed. One bank 
has the local transfer companies call 
them every day to give them names. 
Other suggested sources included 
leasing agencies for apartment 
houses, and Chamber of Commerce 
bulletins. In Fort Worth, Texas, a 
bank gets names of newcomers from 
the retail merchants association at 
3 p.m. and letters to them go out by 
5 p.m. 

One audience participant stated 
that when builders sign home con- 
struction contracts with out-of-town- 
ers, they notify his bank. This is a 
reciprocal arrangement, with the 
bank referring prospects to the 
builders. 

To get the cooperation of a local 
utility, one bank pays a girl in that 
firm $5 a month for newcomer names. 
And, it notifies transfer companies of 
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outgoing moves, so that they in turn 
pass along information on the incom- 
ing families. 

A number of the FPRA delegates 
reported the use of Welcome Wagon 
service, but there was some feeling 
that its effect was spread so thin due 
to the number of firms represented 
that direct bank calls were prefer- 
able. 

The effectiveness of a beginning 
trend in some scattered instances of 
paying interest monthly on savings 
deposits, as a means of counteracting 
rate competition, came in for scru- 
tiny. President Albert C. Kelly at the 
Admiral State Bank, Tulsa, Okla- 
homa, credited a well-publicized pro- 
gram of this kind for a savings gain 
of over 50 per cent in the past 11 
months. The bank hammered a 
“Don’t Lose Interest” theme in its 
promotion. The plan is applicable 
only to accounts of $500 or more, 
but the bank sent a letter to accounts 
in the $200 to $500 range, suggest- 
ing that they add to their accounts to 
bring them up to the required level. 
A mail campaign was also directed 
to attorneys, suggesting the placing 
of estate funds in the savings me- 
dium, with stress being placed on the 
monthly payment of interest. 

By using an interest chart and 
paying on the minimum balance each 
month, the interest calculation is 
very rapid, President Kelly said. The 
effective rate of payment is 2.97 per 
cent. A check is mailed monthly 
where requested, or credited to the 
account, and four-fifths of the de- 
positors involved are satisfied with 
the latter more economical arrange- 
ment. 


N-PLANT banking also created 

considerable stir at this year’s 
convention. One of the problems re- 
ported has been that of an early 
influx of poor credit risks versus 
relatively high bank requirements. 
A Baltimore bank officer stated that 
his institution had experienced a 75 
per cent loan rejection ratio during 
the first few weeks; it operates the 
plan in 50 firms so far, all with 100 
employees or more, and limits loans 
to skilled help only. 

Other bankers stated that their 
institutions did not distribute per- 
sonal loan literature in the plant 
racks, but restricted promotion to 
savings and checking accounts. 

It was agreed that word-of-mouth 
advertising is very important in the 
success of in-plant programs, and 
banks were advised to use consider- 
able discretion in their selection of 
the first few firms to participate. 

Numerous Christmas Club promo- 
tion ideas were advanced. It was re- 
lated, for example, that Trust Com- 
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pany of Georgia, Atlanta, provides a 
payroll deduction plan for Christmas 
Club members and signed up 812 
out of 1,200 employees of a local 
bakery on the program, offering per- 
sonal loans to participants as an 
added inducement. Also, for every 
five Christmas Club members that 
employees of the bank obtain they 
get a chance in a drawing, with a trip 
to New York as the prize. Other 
banks give theater tickets or dinners 
to their successful salespeople; one 
pays cash—20 cents an account. 

One bank seeks to nab renewals 
on the second to the final Christmas 
Club deposit, not waiting until the 
last minute to sign participants for 
the next year. On the other hand, an- 
other bank recommended advertising 
Christmas Clubs in February, on the 
theory that many people are still 
paying Yuletide bills in January and 
lack funds to make deposits before 
February. 

Boutonnieres of $2 bills are worn 
by contact employees of one bank, as 
a means of opening conversations 
about Christmas Club accounts. An- 
other had all contact personnel wear 
cards with the letters “HYJOXC?”; 
inquiries brought out that the letters 
stood for “Have You Joined Our 
Xmas Club?”. And, the idea of at- 
taching a perforated deposit slip 
with the annual Christmas Club 
check was advanced. 

On the question of how to reacti- 
vate dormant accounts, a savings and 
loan association delegate cited suc- 
cess with a six-week experiment of 
distributing cookbooks with each 
$100 savings balance increase, along 
with each new account of $100 or 
more. The net gain during the period 
was $1,000,000, and a major share of 
this was in the form of reactivated 
accounts. 


COMMONLY reported experi- 

ence on writing to dormant ac- 
counts, suggesting that they be re- 
activated, is that about as many cus- 
tomers close out their balances com- 
pletely as adopt the suggestion, but 
the total net balance increases. 

Where a business account is dor- 
mant, and the major account is 
known to be with a competitor, one 
bank makes a practice of having an 
officer take each monthly statement 
personally to the company’s finan- 
cial officer. Reportedly this is very 
effective in building the account to 
larger figures. 

At the “new ideas” clinic sessions 
there was a veritable potpourri of ex- 
cellent wide-ranging suggestions. 

An Atlanta banker told of his in- 
stitution’s success in getting school 
teachers to authorize the _ school 
board to send their checks direct to 


92 





Pi 


A 











the bank, as a convenience. Letters 
have now been sent to the teachers 
offering a plan of automatic deduc- 
tions for savings or loans. And, the 
school board has been persuaded to 
send one check covering the group. 
Meanwhile, the bank has developed 
a similar program for government 
workers. 


HE Lincoln National Bank and 

Trust Company of Syracuse, New 
York, has a bridge club giveaway 
in the form of a plastic litter bag 
costing a cent apiece. It also distrib- 
utes a booklet of helpful information 
for brides. 

Some banks make a study of checks 
to see if their own stockholders are 
banking with competitors. In such 
instances they have officers call on 
the stockholders, and one institution 
was said to have increased the num- 
ber of shareholders using its check- 
ing account service from 30 per cent 
to over 80 per cent as a result. Inci- 
dentally, an officer of the Mercantile 
National Bank in Dallas, Texas, in 
calling on a shareholder introduces 
himself as one of the stockholder’s 
employees, and finds this to be a good 
conversation starter. 

A weekly breakfast is held in the 
cafeteria of the First National Bank 
of Orlando (Florida), to enable new- 
comers to meet with the bank’s of- 
ficers, along with those who have 
opened better than average new ac- 
counts, and promising prospective 
customers. 

The Peoples Trust and Savings 
Bank in Indianola, Iowa, has a local 
bakery concoct a cake with “Welcome 
to Indianola” on it, and a member of 
the bank’s staff delivers it to each 
newcomer family along with a card 
that entitles the family to a free 
check wallet when they call at the 
bank. 

Two companion mailing pieces are 
sent out by the First National Bank 
of Memphis, one titled “Recipe for 
Money Management” and the other 


being a recipe for a tasty dish. These 
can be mailed to women customers, 
or if a bank has a women’s call pro- 
gram the two pieces can be excellent 
literature for leaving with the cus- 
tomer or prospect. 

An Ohio bank offers a plan which 
allows customers with savings bal- 
ances of $400 or more to write 15 
checks a month free. People with 
lower balances can arrange for a 2 
per cent simple interest loan in that 
amount, against which deposits can 
be credited during the term of the 
loan. Withdrawal of funds under this 
arrangement cannot exceed actual 
deposits, and the term of the loan is 
five years. 

Another bank reported success 
with a plan whereby a customer gets 
$2 worth of free checking service for 
opening a checking and a savings 
account, each for $10 or more. 

Rhode Island Hospital Trust Com- 
pany in Providence uses pocket Klee- 
nex, with the bank imprint on the 
cover, for giveaways to P.T.A. 
groups, bridge clubs, and similar or- 
ganizations. This provides 12 favor- 
able impressions for the bank, one 
each time a tissue is taken from the 
pack. 

One bank’s present customers get 
additional ones. It offers $1.50 for 
each new checking account and 
opened 1,000 new accounts in a year, 
from this source. Advertising was 
by statement enclosures and in-bank 
displays. 


OR a limited time, the City Na- 

tional Bank and Trust Company 
of Chicago offered a $5 safe deposit 
box rent-free for a year for each 
new savings account of $50 or more, 
or for an equal deposit to an existing 
account. The only qualification in the 
offer was that a customer could not 
already be using one of the bank’s 
safe deposit boxes. 

The First Federal Savings and 
Loan Association of Miami, Florida, 
has established a garden forum for 
homeowners. Participants must have 
an account to belong, and new ac- 
counts of $10 or more get their 
choice of an ornamental shrub. 

Instead of merely sending flowers 
at open houses, one bank has its flor- 
ist send a sterling silver bowl with 
the bank’s name inscribed on it, for 
permanent remembrance. 

Another institution had keys taped 
to the local newspaper, and gave cash 
prizes to holders of keys that would 
unlock an old safe. This attracted a 
large crowd at the bank opening. 

Children’s pictures were taken 
while they were seated at an elabo- 
rate desk in a bank, with a name 
plate labeled “Chairman of the 
Board.” The photos are likely to be 
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retained and cherished by the young- 
sters and their parents for many 
years to come. 

And so it went, one idea after an- 
other being freely exchanged during 
the course of the FPRA convention. 
The obvious benefits accrued serve 


in part to explain why the associa- 
tion’s membership has jumped from 
1,602 to 2,670 in the past decade, 
with over 300 additions so far this 
year alone. 

It’s one of the biggest bargains in 
banking. 


PSYCHOLOGICAL CONSULTING 


CONTINUED FROM PAGE 43 
ecutive said, “I expected to turn my 


problems over to the psychologist and 
have him solve them. But I found 
that J was the one making the deci- 
sions. He helped me to see that I 
could do it.” 

The results of the evaluations have 
been used by the psychologist to 
guide management in establishing 
an organization in which each indi- 
vidual has the opportunity to express 
his talents fully. The environment 
created by such an organization stim- 
ulates and actively promotes indi- 
vidual growth and development. Men 
perform best in jobs they like to do. 

There had been a blending of the 
psychological environments of the 
sections of the bank brought togeth- 
er by a recent consolidation. The 
Merrimack Valley National Bank got 
more from bringing executives to- 
gether than the sum of their indi- 
vidual talents. But this bonus didn’t 
come automatically. The psychologist 
helped the executives to accept 
change. One member of manage- 
ment summed it up this way: “I 
used to think change was something 
I had to get accustomed to. Now I 
look for ways to put it to use.” 
Once change was used rather than 
accepted, executive talent grew. 
Through analysis and understanding 
many executives are able to apply the 
techniques of other sections of the 
bank to their own jobs. 

Now that the psychological envir- 


onment is clearly understood, one of 
the psychologist’s functions is to in- 
terview each candidate being consid- 
ered for an executive or trainee posi- 
tion. This is desirable from the can- 
didate’s as well as the bank’s point 
of view. No matter how good the 
candidate is technically, neither he 
nor the organization will benefit if 
he cannot derive psychological sat- 
isfaction from his job and his sur- 
roundings. On the other hand, if he 
is able to fit it with the particular 
bank’s environment and launch a 
career which will tap his talents 
fully, the alliance will be rewarding 
for both parties. Before the Merri- 
mack Valley National Bank ap- 
praised its own psychological envir- 
onment it was difficult to advise can- 
didates of their chance of success 
in the bank. It was like trying to ad- 
vise a young man whether or not he 
should get married without knowing 
the lady in question. Now advice can 
be given with confidence. 

Will the method of using a psy- 
chology-based management develop- 
ment program produce equal results 
in any company? Probably any com- 
pany could derive some benefit from 
such a program. But these methods 
worked for the Merrimack Valley 
National Bank because the bank is 
“people oriented.” First came the 
Merrimack Valley National Bank’s 
sincere belief that people are an or- 
ganization’s most valuable asset. 
Then came the results. 


Psychologist says plan works if bank is “people oriented” 


Dr. Tear, at right, reviews bank staff program with David MacDonald, Jr., left, 
personnel director, and Robert Jeffreys, executive vice-president 
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BRAZILIAN BANKING 


CONTINUED FROM PAGE 46 


sight deposits and 7 per cent of time 
deposits. According to a recent rul- 
ing, all deposits requiring prior 
withdrawal notice of up to 60 days 
and all time deposits up to 90 days 
are considered sight deposits. These 
reserves may be maintained half in 
cash and half in Treasury Bills (at 
present only 360-day Treasury Bills 
bearing 914 per cent are available). 

Banks are allowed to keep in their 
own vaults only up to 15 per cent of 
sight and 10 per cent of time de- 
posits. Anything over must be kept 
at Bank of Brazil in a current free 
moving account on which interest of 
1 per cent p.a. is paid. Deposits for 
account of Sumoc are interest free. 

Ratio of deposits to capital and 
free reserves (after any doubtful 
assets) must be maintained at one to 
fifteen. There is now a project being 
studied which would limit percentage 
of total loans in relation to total de- 
posits as well as place a limit on the 
size of a loan which a bank could 
make to a single client. 


HE peculiar feature of Sumoc 
regulation regarding allowable 
interest on deposits is that it refers 
to average interest in a certain clas- 
sification rather than at minimum or 
maximum rates. It is up to each 
bank’s discretion as to how little or 
how much it pays to depositors in 
each classification as long as the 
average does not exceed the set limit. 
Average interest paid on sight de- 
posits must not exceed 114 per cent 
per each six months, while average 
interest on time deposits must not 
exceed 3 per cent per each six 
months. (Time deposits of over 180 
days are practically non-existent) . 

Clean loans under advised lines of 
credit, as is the general practice in 
the United States, are almost un- 
known in Brazil. Practically all loans 
are on a secured basis. The most im- 
portant credit facility, usually com- 
prising 80 per cent and over of a 
bank’s total loans, is the discounting 
of the copy of the commercial in- 
voice, known as “duplicata.” These 
appear on balance sheets as “Titulos 
Descontados.” 

Other types of loans, included on 
balance sheets under the one inclu- 
sive heading of “Empréstimos em 
Contas Correntes,” are generally 
composed of the following four clas- 
sifications: 

1) Loans against previously men- 
tioned “duplicatas,” except that there 
exists a contract between bank and 
client fixing a definite limit. Under 
this form, known as “caucio,” the 
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New Sao Paulo offices of The First National City Bank of New York (left), largest 
foreign bank in Brazil, and The First National Bank of Boston 


Including these two, there are 15 foreign banks in Brazil 


client can only draw up to a certain 
percentage, usually 80 per cent of the 
bills pledged to the bank. 

2) Advances against all types of 
securities or merchandise. Insignifi- 
cant generally. 

3) Advances on promissory notes 
bearing personal endorsements of 
directs or third parties. Granted only 
occasionally to first-class clients. 
(Endorsements necessary for redis- 
count eligibility). 

4) Overdrafts. Also extended only 
to best clients and in small amounts. 

Many American banks erroneously 
consider these “Loans in Current 
Accounts” as less liquid than the 
Discounted Bills, whereas in actu- 
ality they are equal in this respect. 

Although there is no established 
practice, as is the case in the United 
States, of requiring clients to main- 
tain certain balances when borrow- 
ing and when non-borrowing, the 
Brazilian banks have become defi- 
nitely balance conscious and take 
them into consideration when credit 
is requested. 

The better Brazilian banks avoid 
rediscounting as much as possible, 
but this is not true of many of the 
smaller banks which rely heavily on 
rediscounts. 

Regular rediscounts are limited as 
a rule to capital and free reserves. 
Except for longer term agricultural 
and animal breeding loans, which are 
rediscounted at special low interest 
of 4 per cent, rediscounts are limited 
to paper of 120 days and not less 
than 30 days. An 8 per cent redis- 
count rate applies to trade bills (du- 


plicatas) and 10 per cent to corporate 
promissory notes. The director of the 
rediscount department at Bank of 
Brazil has full discretionary power 
to accept or reject applications for 
any reason whatsoever. For example, 
applications have been turned down 
involving obligations of companies 
controlled by the same group as the 
bank or where corporate endorse- 
ments included one of the directors 
of the bank. Another important fea- 
ture is that the rediscount depart- 
ment sets an individual rediscount- 
ing limit for each company based on 
its own merit. In other words, re- 
gardless of all other compliance of 
rediscount regulations by the bank, 
Bank of Brazil may refuse to redis- 
count if it deems that the borrowing 
company has not been entitled to the 
loan in the first place. 

During 1959, rediscount opera- 
tions totalled 101 billion cruzeiros, 
of which only 39 per cent were re- 
discounts of commercial banks and 
61 per cent were rediscounts for own 
account of Bank of Brazil. 


ANK OF BRAZIL grants to banks 

mostly regional in their activity 
special rediscounting facilities dur- 
ing crop seasons for financing of 
such crops as coffee, cocoa or cotton. 
Bank of Bahia, whose head office is 
located in the cocoa growing region, 
for instance, has such privileges for 
rediscounting of its cocoa loans. 
Such rediscounts appear separately 
on balance sheets. Sao Paulo banks 
heavily rediscount coffee loans dur- 
ing the season. Such special limits 
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granted in 1959 amounted to approx- 
imately 16.5 billion cruzeiros of 
which 2.4 billion were in use at year- 
end. 

There is another special facility 
extended to banks in need of tem- 
porary funds by the Credit Defreez- 
ing Department, or “Caixa de Imo- 
bilizacaéo Bancaria.”” Banks may bor- 
row by pledging assets, including 
physical properties, not acceptable 
for regular rediscounting. No first- 
class bank resorts, of course, to such 
loans and the appearance of this 
liability on the balance sheet should 
serve as an immediate warning to 
American banks. Unfortunately, 
some banks obscure the situation by 
including these loans in “Diverse 
Obligations.” On 12/31/59 loans of 
Caixa de Imobilizacaéo Bancaria 
totalled 11 billion cruzeiros divided 
roughly into 9 billions to “normally” 
functioning banks and the remaining 
2 billions to banks in various stages 
of liquidation. 

Practically all bank loan interest 
is charged on a discount basis which 
makes the maximum legal rate of 12 
per cent materially higher. (No loans 
are made under 12 per cent.) Banks 
are also permitted to cover various 
service charges which makes the 
effective interest rate charged by 
banks on all their loans average from 
about 16 per cent for big banks com- 
plying strictly with regulations to 
22 per cent and over for some other 
banks. A recent survey of a large 
number of Brazilian banks revealed 
that commercial banking profits in 
relation to paid-up capital were ex- 
ceeding those of commerce and in- 
dustry, with a return averaging ap- 
proximately 35 per cent. 


OST banks pay regular divi- 

dends of 12 per cent. Shares of 
leading banks are selling at premium. 
The majority of bigger banks comply 
with legal rates, on both deposits and 
loans, and the stories often circulat- 
ing abroad, frequently exaggerated, 
of excessive rates or unorthodox 
transactions, usually apply to small 
second rate banks with which U.S. 
banks would ordinarily have no con- 
tacts. 

Finance and investment companies 
(Companhias de Investimentos, Cré- 
dito e Financiamento) have had a 
spectacular growth in the past five 
years and have recently been placed 
under Sumoc regulations. They now 
number over 60 and have estimated 
funds of over 8 billion cruzeiros. Sev- 
eral of the larger ones have been 
organized and are controlled by 
prominent commercial banks. Some 
of these companies operate as open- 
end mutual investment trusts while 
ethers, generally referred to in Bra- 
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zil as “mutual acceptance funds” 
are nothing but finance companies 
specializing in financing of all types 
of installment sales. 

. Installment sales have had a 
strong boost in recent years with the 
establishment in Brazil of automo- 
bile and home appliance manufac- 
turing industries. It is not the inten- 
tion of this article to go into details 
concerning these various finance com- 
panies except to mention that many 
banks complain that they have had a 
strong adverse influence on their de- 
posits, although this has not been 
true of the banks which are affiliated 
with finance companies. With inter- 
nal devaluation of money at a rate 
exceeding 20 per cent a year, no one 
with extra funds can afford to keep 
large deposits with banks. The 
finance companies, which have been 
averaging returns to their partici- 
pants of 22 per cent a year and more, 
have absorbed large sums which for- 
merly went to the banks. 


S to foreign operations, only banks 
with capital and free reserves 

of at least 80 million cruzeiros 
and having at their disposal from 
their foreign correspondents con- 
firmed lines of credit, including over- 
draft facilities, of no less than U.S. 
$500,000 or its equivalent in other 
currencies, can apply to Sumoc for 
permission to operate in foreign ex- 
change. This limits to less than 60 
the number of banks which have been 
licensed to have foreign depart- 
ments. All foreign operations are 
verified daily by agents of Bank of 
Brazil who are assigned to each bank 
dealing in exchange. The chief rea- 
son for this close supervision is to 


avoid as much as possible all specu- - 


lation which might adversely affect 
the already precarious foreign ex- 
change position of the country. (The 
Bank of Brazil has always been scru- 
pulous in observing its foreign com- 
mitments.) Many Brazilian bankers 
complain that they act merely as 
agents of the Bank of Brazil in most 
foreign transactions. 

There are functioning in Brazil to- 
day approximately 15 foreign banks, 
including two American—First Na- 
tional City of New York and. First 
National of Boston. Others of im- 
portance are: Bank of London & 
South America, Royal Bank of Can- 
ada, Banco Francés e Italiano, Banco 
Francés e Brasileiro, and Banco Hol- 
andés Unido. First National City 
was the largest depositwise among 
foreign banks, ranking 9th among 
Brazilian banks at mid-year, while 
First of Boston was 47th. 

The Japanese have established sev- 
eral banks since the war, but these 
cater almost exclusively to the large 
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Japanese Colony in Brazil. It is 
rather surprising that the Germans 
have not resurrected any of their 
pre-World War II banks, although 
they also have a large colony of de- 
scendants in Brazil. Also some 12 
foreign banks have permanent resi- 
dent representatives, including Bank 
of America of California, Chase Man- 
hattan of New York, and J. Henry 
Schroder Banking Corporation of 
New York. 

As is happening in several other 
parts of the world, the extreme Bra- 
zilian nationalists have been also 
raising their voices against foreign 
banks, particularly the two American 
ones. The main accusation is that 
foreign banks are beneficiaries of 
special protective legislation and use 
the local Brazilian deposits for loans 
to their nationals. Most foreign 
banks, and certainly the American 
ones, take special pains to operate 
strictly within the Brazilian laws 


and their contribution to the develop- 
ment of the country has been notable. 
With the strong growth of national 
banks, foreign banks have been play- 
ing a constantly lesser role in the 
Brazilian banking structure as is 
evidenced by the fact that deposits 
held by foreign banks have dropped 
from 25 per cent of total Brazilian 
bank deposits in 1930 to the present 
figure of less than 5 per cent. The 
general opinion of the banking fra- 
ternity is that no anti-foreign bank 
legislation is likely in the foreseeable 
future. 

The National Economic Council, 
which advises the President of the 
Republic, made a strong defense of 
foreign banks only last February, 
noting their contribution to the na- 
tional development, especially in the 
field of foreign exchange. It was 
strongly pointed out that any restric- 
tive legislation against foreign banks 
would not only damage the internal 
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Brazilian credit structure, still in- 
adequate to meet the needs of the 


‘country, but would also prejudice 


foreign operations of the Brazilian 
Government itself through possible 
curtailments of vital lines of credit 
extended to Bank of Brazil by for- 
eign banks situated in the country 
and probably others. 

This article would not be complete 
without a word about the Brazilian 
bankers. The old “part time” bank- 
ers who had other important busi- 
ness or political interests outside 
their banks are slowly disappearing, 
except for a few notable exceptions. 
A new generation of “professional 
bankers” in the U.S. sense is grad- 
ually coming into its own. Many of 
the younger bankers have had bank 
training in the States or in Europe. 
Visiting U.S. bankers today will find 
well informed Brazilian bankers, 
many of them speaking English, in 
most leading banks. 


COMMERCIAL COLLECTIONS 


CONTINUED FROM PAGE 48 

the creditor from being blemished. 

There are numerous collection 
agencies in this country today which 
still resort to the “horse and buggy” 
methods involving a series of letters 
and harsh threats, but their useful- 
ness to the creditor is limited and 
doubtful. And, this type of operation 
is slowly passing from the scene. 
Among the reasons why fewer and 
fewer form letter collections are used 
today is the fact that they simply are 
not efficient. Currently, with such a 
high degree of specialization occur- 
ring within industries, it is vital that 
proper information be fed back to 
creditors. This information comes in 
the way of factual reports, submitted 
by the responsible collection agency. 
The practice of prompt and complete 
reporting back to the creditor pro- 
motes better understanding of what 
is happening within an industry, and, 
after all, this is what makes a good 
credit manager —knowing what’s 
going on in the trade and with his 
customers. 


HE commercial collection man 

must have experience in and a 
practical knowledge of sales prob- 
lems, merchandising, purchasing, 
manufacturing, finance, and a famil- 
iarity with business’ conditions 
throughout the U.S. In the fullest 
sense of the word, the modern collec- 
tion man’s knowledge must be ex- 
pert; his background and experience 
must be broad. The adjuster repre- 
senting a commercial agency must be 
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a persuasive individual who can 
“sell” the debtor on the idea of pre- 
ferring to pay the account of the 
creditor whom he is representing. He 
must be capable of analyzing a bal- 
ance sheet or an operating state- 
ment; he must be experienced in 
judging the values of inventories and 
of making decisions as to accepting 
part payments or granting an exten- 
sion when the debtor finds it impos- 
sible to pay the account in full. 

The modern commercial collection 
organization has established sources 
for personal adjustment follow-up 
throughout the entire nation. This is 
vital to members of the credit fra- 
ternity because it provides them with 
an extension of their services as well 
as an efficient method of recovering 
past due accounts. 

The more that credit people know 
about the modern commercial collec- 
tion agency operation, the better 
equipped they will be to aid and 
assist their customers to keep an 
even business keel. A bank loan offi- 
cer of today realizes that he serves 
in the best interest of his customer 
if he can advise him in running his 
company’s finances efficiently; he 
knows too that a manufacturer’s 
need for funds may sometimes not be 
a question of under capitalization, 
but one of a poor receivable situa- 
tion. By recommending a responsible 
commercial collection organization 
the banker can, in many cases, be 
providing the right kind of financial 
advice at the right time. 

There are two ways in which the 


banker and the commercial collector 
work together. In one instance, the 
collector goes to the banker for as- 
sistance in a particular collection 
matter; on the other hand there are 
times when the banker seeks out the 
help of the commercial agency, even 
though the bank may have its own 
collection department and legal staff 
to handle routine collections. These 
points are best illustrated through 
examples. Following are two cases 


in which I happened to be personally 
involved. 


HE first dealt with a California 

turkey rancher who ran into diffi- 
culty when he became a victim of a 
depressed market condition. His tur- 
keys were ready for the market, but 
the market wasn’t ready for his tur- 
keys. To sell under existing condi- 
tions would have meant sustaining a 
huge loss, one which could have been 
fatal to his business. In trying to 
wait for the Fall market when prices 
would again be up, the rancher de- 
veloped a sizable past-due account 
with a feed company. Upon request 
of the feed company, our client, we 
called on the rancher. After analyz- 
ing the situation we reported that 
the rancher’s dilemma could quite 
possibly be worked out if he could 
get a loan from a bank. With our 
client’s permission, we pursued this 
approach and a local bank offered the 
following solution. The bank sug- 
gested a program for the rancher in 
which he would prepare and freeze 
his turkeys, place the stock in a 
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bonded warehouse, against which a 
loan could be made, payable a few 
months hence when the market was 
more favorable. As it turned out, the 
rancher received enough from the 
loan to pay the feed company and 
keep his business solvent. The tur- 
key market subsequently improved, 
the stock was sold and the loan paid 
off to the bank. 

Thus, we have an example of how 
the banking function helped in the 
collection process. For an example 
of how the collection process was of 
use to a bank I can best illustrate by 
providing this case history of a situ- 
ation we encountered early this year. 


VERY stable, old-line clothing 
manufacturer was awarded a 
substantial contract to provide soft 
goods for a national chain store out- 
let. It was apparent to the manufac- 
turer that he could not handle the 
order until he expanded his facilities 
and purchased some new equipment. 
He went to his bank for a loan. Upon 
analyzing his current statement, the 
bank discovered that the manufac- 
turer had allowed over $32,000 in 
receivables to age to a point where 
the bank questioned the collectability 
of these accounts. Under the circum- 
stances the bank was unable to make 
the loan, but did suggest that if the 
manufacturer could recover a sizable 
portion of the outstanding money, its 
financial position would be strength- 
ened enough to justify the loan. 

We were assigned to the job, by 
the manufacturer, of recovering as 
much as possible as soon as possible. 
Within 60 days substantial recover- 
ies were made and the bank then 
made the loan. The manufacturer’s 
expansion program got underway 
and the commitments to the national 
chain store were met. 

Naturally, there are endless varia- 
tions of these two examples in which 
a debtor, creditor, bank and commer- 
cial agency work together for the 
common good of all. Some do not 
have the happy ending that these 
two had because there are always 
cases involving plain old fashion 
“dead beats” and others where an 
intent upon fraud is apparent. How- 
ever, even in these cases, the use of 
the collection process can sometimes 
minimize such losses. 

Planned frauds are occurring more 
and more in our economy to the in- 
creasing alarm of all segments of 
business. It therefore might be help- 
ful for me to point out how a com- 
mercial agency can be of use in both 
helping to avoid excessive losses and 
recovering from such cases. 

Not too long ago a gift shop in 
Milwaukee was sold due to the death 
of the owner. The shop had an out- 
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standing credit rating, and appar- 
ently the new owner bought the 
entire operation specifically to use 
this established credit standing. Im- 
mediately after he took over, the new 
owner began the mass circulation of 
orders all over the country for pur- 
chases from $100 to $1,000. Several 
of our clients received such orders 
and although the credit checks they 
made proved the gift shop a worth- 
while customer, they were suspicious 
at the sudden activity. We were re- 
quested to look into the situation, 
and we did so through our corre- 
spondent in Milwaukee. It was 
quickly established that our client’s 
suspicions were well founded. Our 
correspondent literally found truck- 
loads of merchandise going in one 
door and out the other to several 
warehouses. We immediately notified 
interested creditors and the authori- 
ties. The entire operation was ex- 
posed in its early stages, saving our 
clients and creditors generally much 
money and minimized losses sus- 
tained by other manufacturers who 
had shipped merchandise. 

In the case of a planned fraud, 
such as this, the banker who repre- 
sents the various creditors involved 
is in a much better position to keep 
down unnecessary business losses 
when the information-gathering proc- 
ess is swift and accurate, and often 
a commercial collector can provide 
this service. 


HAT factors should influence 
the selection of a particular 
commercial collection agency? The 
size of an agency does not determine 
the quality of service it can provide; 
some large collection agencies’ serv- 


ices are too automatic, too imperson- 


al and can, in some cases, damage a 
business relationship forever. 

On the other hand, the small local 
collection agency may not have the 
scope of business knowledge, facili- 
ties or nation-wide contacts needed 
to meet the requirement of the credi- 
tor. 

Best results are obtained from the 
agency which specializes in the han- 
dling of commercial accounts and is 
affiliated with working correspond- 
ents throughout the areas in which 
a manufacturer sells his product; in 
other words, national coverage in the 
true sense of the word. 

Another ingredient which marks 
an agency as well-rounded in its 
available services is an efficient sys- 
tem of feeding reports and remit- 
tances back to the creditor, or his 
client. 

Collection rates should also be con- 
sidered. Some are exorbitant; this 
is largely due to the fact that some 
agencies take advantage of a manu- 
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facturer’s desperation or lack of 
knowledge of established rates for 
commercial collections. Some rates 
quoted are suspiciously low; this is 
primarily due to an occasional over- 
anxious agency trying to stimulate 
new business. 

Rates recommended by the Na- 
tional Association of Commercial 
Collection Agencies and currently 
followed by most commercial agen- 
cies throughout the country are: 20 
per cent on the first $750, 15 per cent 
on the next $750, and 13 per cent on 
the excess of $1,500. Minimum rates 


BANK MERGER PROBLEMS 


CONTINUED FROM PAGE 47 
department, or one that is not devel- 
oped to its full potential. Many small 
banks do not have the variety of spe- 
cial services offered by big ones, and 
the merger of one of these banks 
with a larger one may afford a broad 
new field for the expansion of cus- 
tomers’ services offered by the larger 
bank in a new and unexploited area. 

Premium payments for a bank are 
largely based upon the earning power 
of deposits, but the premium paid by 
an acquiring bank can be materially 
influenced by the opportunity of ac- 
quiring special services developed to 
a high degree by the bank that is 
sought in marriage. For example, the 
institution which is to be acquired 
may have a highly developed and 
good earning trust department, the 
income from which is really “other 
income” than that derived from the 
employment of money. This service 
income has a place in the premium 
calculation and quite properly can be 
capitalized. 


NOTHER problem often met with 
in bank mergers is quality of 
management; the bank to be ac- 
quired may have an exceptionally 
high overall management, and may 
also have certain key people who 
would be highly useful to the acquir- 
ing bank. It may also have a super- 
annuated management with few key 
personnel who would be useful in the 
enlarged institution. The problem is 
how to obtain the continued services 
of the valuable personnel. Today all 
employes of banks being absorbed 
usually keep their jobs, but the big 
risk is that the talented ones may 
“fly the coop” before the merger is 
completed. Where salary scales and 
other employment benefits of the ac- 
quiring bank are higher than those 
of the bank being absorbed there is 
usually no problem. 
Where conditions in this respect 
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are: $20 on claims between $40 and 
$100; on claims of $40 or less, 50 
per cent. 

Unfortunately, the popular con- 
cept of the commercial collection 
agency is that of a hard-fisted or- 
ganization possessing the pursuit of 
a hungry bloodhound. While the 
bloodhound analogy may be close to 
the point, I’ve found less coldness 
among my more successful colleagues 
than is generally supposed. 

As can be seen, the modern and 
proper handling of the complex col- 
lection problems for the manufac- 
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are inferior it is necessary for a chief 
executive of an acquiring bank per- 
sonally to interview, or invite to 
lunch or dinner, personnel in the bank 
to be acquired that are considered 
valuable men and, if necessary, offer 
them immediate salary increases. 
Where employment conditions in two 
banks are substantially equal, this 
practice also is standard policy. Val- 
uable key men are always too val- 
uable an asset to take for granted. 


—, enough, individual 
members of the board of a bank 
about to be merged into another 
often present quite a problem. The 
board of directors of the bank to be 
acquired may have an average over- 
age standing; many banks now have 
a settled policy of age-72 retirement 
for board members and cannot vary 
it because of merger. Yet there are 
many directors past 80 years who 
are more valuable than many of age 


‘50. In few cases are all directors of 


a bank being absorbed invited to join 
the directorate of an enlarged bank; 
those selected are usually hand- 
picked and especially invited. Since 
many directors of banks prize more 
highly than money the prestige of 
bank directorships they sometimes 
fight bitterly against enforced retire- 
ment and on their attitude depends 
sometimes the failure or success of 
merger negotiations. Sometimes it is 
possible to meet the problem of re- 
taining desirable over-age directors 
(in some other capacity than as 
board members) by employing them 
for fixed periods in a consultative 
capacity; sometimes they may be 
made members of advisory boards 
which, today, usually receive fees 
corresponding to what they formerly 
obtained as bank directors. 

For banks which have a multiplic- 
ity of branches, the question of dupli- 
cation of locations of such offices is 
important; a merger of banks with 


turer or wholesaler is today much 
more than simply recovering from 
“dead beat” accounts; it is a neces- 
sary part of our economy. 
Fortunately for us all, not all col- 
lections end the way one did which 
my company handled a few years 
ago. An out-of-town correspondent 
notified us that: 
“This party has no property, either 
real or personal. 
No credit, either actual or potential. 
No prospects, either present or fu- 
ture. 
No hope, either here or hereafter.” 


branches is most desirable when the 
branch locations don’t overlap or 
where the branches of banks to be 
acquired are in particular strategic 
areas long sought by the acquiring 
bank. A similar situation exists as 
to duplication of accounts, a-problem 
in bank mergers that has always ex- 
isted. If two banks each have the 
same account, with an average bal- 
ance of say $50,000, merger of the 
two usually results in retention of 
the account but with a deposit bal- 
ance of $50,000, not $100,000. It is 
one of those things in which two- 
plus-two equals two, not four. 

Last among the key problems in 
bank mergers is the matter of rela- 
tive fringe benefits paid officers and 
employes. If bank A merges with 
bank B and if bank A has a more 
generous pension and profit sharing 
plan than does Bank B, invariably 
the most generous plan of either bank 
must be adopted by the surviving 
bank. If one of two merging banks 
has a better profit-sharing plan but 
a lower employe benefit plan, the 
higher of the two in both banks will 
become standard, in current practice, 
for the consolidated bank. What this 
means in cost to the acquiring bank 
is an important consideration for the 
merger committee. 


NE more reference to premium 

payments for acquired banks is 
in order: it is now quite customary to 
count as full value all bad debt re- 
serves of both banks. Other reserves, 
and sometimes the bad debt reserve, 
are customarily examined for their 
adequacy. 

From all that has preceded it is 
evident that today’s bank mergers 
are, because of their many complicat- 
ing factors, matters that require a 
high order of talent on the part of 
those who engineer them. To use the 
proverbial expression, bank merging 
is no job for boys. 


Burroughs Clearing House 
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PRODUCTS AND SERVICES 








Fast Copies . . . A new visual com- 
munications system which enables a 
plastic transparency to be made from 
almost any document in less than ten 
seconds in normal light, and projected 
immediately in a fully-lighted room, has 
been announced by Minnesota Mining 
and Manufacturing Company. The new 
system, which combines for the first 





time the use of a copying machine and 
an overhead projector, is faster, more 
economical and more efficient than any 
previous method of making and _ pro- 
jecting transparencies, according to the 
manufacturer. More information can be 
obtained by writing to Minnesota Min- 
ing and Manufacturing Co., Dept. SO- 
409, 900 Bush Avenue, St. Paul 6, 
Minnesota. 
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Around and Around ... The Wassell 
Organization recently introduced a new 
horizontal rotary file that grows with 
the user’s needs up to six times its 
original capacity without adding a 
square inch of additional floor space. 
Called the Speedline model, its basic 
principle is that of the horizontal wheel 
or “Rotor-Tier.” Instead of being par- 
allel to each other in a rectangular 
space, as in a drawer, folders of rec- 
ords are filed radially, around the hub, 
which is so balanced that finger pres- 
sure on the rim substitutes for the pull- 
push necessary with drawers. Its fea- 
tures are being widely publicized in a 
brochure, “Work Organizers for the 
Sixties.” Write Wassell Organization, 
Inc., 225 State Street West, Westport, 
Connecticut, for your free copy of the 
brochure. 
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Map It out .. . Of special interest to 
the banking and savings and loan fields 
is a new type of map published by the 
Sanborn Map Company, Inc., that pin- 
points relative neighborhood buying 
power within recognized metropolitan 
areas throughout the United States. 
Each map unit, consisting of a 17” x 22” 
map sheet at the scale of one inch to 
4,000 feet, covers an area of 12 by 15 
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miles, or 180 square miles. Neighbor- 
hood areas are outlined and five dif- 
ferent colors are used to measure and 
portray residential area breakdowns 
according to five different classes of net 
income per household. A sample map 
and details may be obtained from Sales 
Division, Sanborh Map Company, Inc., 
629 Fifth Avenue, Pelham, N. Y. 
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Steel Teller . .. A complete line of 
steel teller counter units has been 
announced by Diebold, Inc. Engineered 
for operating efficiency in banks and 
other financial institutions, the new line 
includes single and double pedestal 
counter height units, apron cases, cash 
trays, teller buses, counter height mobile 
units and accessories. Write to Counter 
Division, Diebold, Inc., Canton, Ohio, 
for further details. 
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Three Guides . . . “The Office Planner’s 
Digest”, a trio of informative “how to 
do it” manuals on office layout, color 
and lighting has been announced by 
the Wood Office Furniture Institute. 
Although the “Digest” appears to be 
but a single volume, it is actually a 
walnut-grained box containing the three 
liberally illustrated, fact-filled brochures 





on these important phases of office 
planning. Office planners can purchase 
the trio for $2.00 from the Wood Office 
Furniture Institute, 1414 Eye Street, 
N. W., Washington 5, D. C. 
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On The Road . . . Beginning early in 
December, a Burroughs Corporation 
Computer Caravan will take to the road 
to give bankers and businessmen in five 
major financial centers a first hand look 
at the company’s new electronic data 
processing system, the B251 Visible 
Record Computer. 

Demonstrations of the VRC are sched- 
uled for St. Louis, December 5 to 16. 
Subsequent stops on the five-city jaunt 
include Houston in January, Atlanta in 
February, and New York in March. The 
computer will then take up residence in 
Chicago where it will become part of 
a permanent Burroughs exhibit devoted 
to equipment employing Magnetic Ink 
Character Recognition (MICR). 
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here are stars in the sky 
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as well as thunder and hehtning 


There is goodwill in the hearts of men 

at Christmas. There’s a warm welcome for the neighbor 

—a deep desire for friendship between nations — a 
determination to achieve lasting peace. »« Clouds scud 

PV Co) ela ole olevurAeye Mme vestciabestecMmolericelber-mbtemremeulcdelecelterss 
thunderheads. Angry voices thunder without reason — and 
threats, like lightning, break and crash over the people’s 
heads. »« Yet the eternal stars are there — stars of Hope, 

of Faith, of Love— now dimmed or hidden by the clouds 

~ now breaking through with a clarity and brilliance and 
strength that will not be denied. »« May these stars 

be seen and followed by the wise men of all nations. 

May they light the path to peace. 

That is the Christmas prayer of the people. 


CHRISTMAS 1960 * BANKERS TRUST COMPANY, NEW YORK 


Once more we reprint this now familiar prayer of ours, exactly as it was written thirteen years ago. 














